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By ROBERT B. MITCHELL 


The NALU board of trustees in its 
final sessions at the midyear meeting 
lat week voted an expenditure of 
$5,000—with authority given to the 
executive committee to spend an ad- 
ditional $5,000 if necessary—to enable 
the special committee on group insur- 
ance to employ an actuary and/or 
other qualified personnel to collect, 
collate, and analyze all pertinent fac- 


Fire-Life Combine 
Challenged; Mass. 
Bill Is Defeated 


The acquisition of controlling inter- 
est in Massachusetts Bonding by in- 
terests friendly to State Mutual Life 
was challenged this week in a stock- 
holder’s suit which forced postpone- 
ment of the annual stockholders meet- 
ing of Massachusetts Bonding schedu- 
led for March 29. 

On Tuesday the Massachusetts sen- 
ate defeated a bill which would have 
permitted domestic life insurers to 
acquire control of fire and casualty 
companies. The bill, which had been 
supported by State Mutual, was re- 
jected by a vote of 31 to 5. Opponents 
of the measure argued that its passage 
would encourage monopoly and threat- 
en the continuance of smaller fire and 
casualty insurers. 


Asks For Injunction 


On Thursday the Middlesex superior 
court at Cambridge was scheduled to 
hear a suit by J. Francis Cleary, May- 
nard, Mass., fire-casualty agent and 
Massachusetts Bonding stockholder, 
which seeks to prevent consumation 
of the move by which interests friend- 
ly to State Mutual acquired controll- 
ing interest in Massachusetts Bonding. 
The suit asked for an injunction and 
charged that, among other things, the 
acquisition of the fire and casualty 
insurer by the life company would re- 
duce the value of his agency. De- 
fendants named were State Mutual, 
Minott M. Rowe, trustee of the life 
company and president of Worcester 
Mutual Fire, and Massachusetts Bond- 
ing. 

In Washington, Sen. O’Mahoney has 
written Rep. McMillan, chairman of 
the District of Columbia committee, 
that he does not believe that Congress 
should take any action that could be 
cited in various states as a precedent 
for approval of mergers or combina- 
tions. The McMillan committee is con- 
sidering a bill that would permit life 
companies to acquire stock of fire and 
casualty insurers. ; 

Sen. O’Mahoney, who has been con- 
ducting the insurance hearings of the 
Senate anti-trust and monopoly sub- 
committee, has indicated that his unit 











tors related to franchise, wholesale and 
group life and annuity plans for as- 
sociations and other groups. 

The study would exclude A&S and 
credit life in the interest of completing 
the study in a reasonable time. 


Will Go To Members 


An essential by-product of the as- 
sociation group study, according to 
NALU, will be the dissemination of 
information collected in readable 
printed form to NALU members. This 
will provide immediately available 
information in cases where a _ local 
organization has a mass coverage plan 
under consideration, while additional 
information will be obtainable from 
NALU headquarters. 

The association mass coverage study 
decision by the board implemented the 


Alaska’s 40% Gain 
In Feb. Ordinary 
Sales Leads States 


Alaska led the states in percentage 
increase in February ordinary life 
sales, with Delaware placing second 
and Hawaii third, according to LIAMA. 
Respective percentage increases were 
40%, 24% and 23%. 

For the first two months Hawaii 
was ahead with a percentage gain of 
26%. Nevada took second place with 
an ordinary sales gain of 17%, and 
Delaware was third with an increase 
of 16%. 





Pa. Searching For 
Means To Regulate 
Credit Life Rates 


HARRISBURG—The Pennsylvania 
department has announced that it is 
considering action to stop what it 
terms the “excessive rates” being 
charged by credit life companies in the 
state. 

Commissioner Smith, in a statement 
on the subject, said the rates as they 
now stand “very well could destroy 
the confidence of the public in the 
insurance industry and state regula- 
tion.” 

Although the department does not 
have any _ spelled-out authority to 
regulate credit life rates, since a bill 
to give the department such power 
died in the 1959 legislature, the depart- 
ment is investigating the possibility of 
using the state’s administrative code as 
a legal weapon. According to Charles 
V. Walsh, the department’s counsel, it 
would take about two months of legal 
studies to determine whether the code 
could be used as a basis for authority. 





will take up soon the investigation 
into insurer mergers, with a view to 
determining if they do reduce or 
threaten to reduce competition in the 
business. 


specific recommendations of four com- 
mittees—field practices, federal law 
and legislation, agents activities and 
group. ; 
The board followed the recommen- 
dation of the group committee, headed 
by David B. Fluegelman, Connecticut 
Mutual, New York City, to put NALU 
on record as not being in opposition to 
any action that might be taken by the 
Treasury or Congress to tax group 
(CONTINUED ON PAGE 23) 





Both Ordinary And 
Total Life Sales 
Up 2% In February 


Ordinary life sales in February 
totaled $3,826,000,000, an increase of 
2%, and for the first two months were 
$7,286,000,000, which represents no 
percentage change but a dollar decline 
of a nominal $35 million, according to 
LIAMA. 

February sales of all types of life 
insurance totaled $5,291,000,000, a 2% 
gain, and for the two months were 
$10,043,000,000, which indicates no per- 
centage change and a dollar drop of 
$44 million. 

Group sales for the month were $906 
million, an increase of 4%, and during 
the two months totaled $1,711,000,000, 
a 6% gain. These figures cover only 
new groups set up and do not include 
additions to group contracts already in 
force. 

Industrial sales in February were 
$559 million, down 1%, and for the 
two months were $1,046,000.000, also a 
decline of 1%. 

St. Louis Estate Planning Council, 
at the March meeting, heard Nicholas 
Oglesby, assistant superintendent 
of agencies Lincoln National, on “The 
Importance of Business Insurance in 
Estate Planning.” 
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NALU Board OK’s Up To $10,000 For FIC Is Boss Where 


Association-Mass-Coverage Research 


Mail Order Insurer 


Lacks State License 


Supreme Court Holds Neb. 
Extraterritorial Law Does 
Not Meet PL 15 Provisions 


WASHINGTON—Mail-order  solici- 
tation by an insurer in a state where 
it is not licensed can’t be regarded as 
“regulated by state law,” and hence is 
subject to Federal Trade Commission 
jurisdiction even though its domicil- 
iary state has an insurance law de- 
signed to operate extraterritorially, the 
Supreme Court ruled Monday. 

The court vacated the federal court 
of appeals decision in FTC vs Travel- 
ers Health Association and ordered the 
case remanded to the circuit court “for 
further proceedings consistent with the 
views expressed in this opinion.” 

The Supreme Court held that even 
though Travelers Health’s home state, 
Nebraska, had a law purporting to 
control its actions in other states, the 
soliciting of business in other states 
was not thereby “regulated by state 
law” in the sense required by the 
McCarran-Ferguson act (public law 
15) if such activities are to be exempt 
from FTC jurisdiction. 

Justice Stewart delivered the opin- 
ion of the court, in which five other 
justices concurred. The _ dissenting 
opinion, by Justice Harlan, also ex- 
pressed the views of Justices Frank- 
furter and Whittaker. 

The majority did not base its opinion 
on the question of the Nebraska stat- 
ute’s constitutionality. In fact, it specif- 
ically refrained from dealing with that 
angle, saying that the ineffectiveness 
of the statute in establishing “state 
control” in states where Travelers 
Health is not licensed made consider- 
ation of the constitutionality question 
needless. Travelers Health is licensed 
only in Nebraska and Virginia. 

The opinion notes that the Travelers 

(CONTINUED ON PAGE 22 








Kenneth D. 
Hamer, senior 
vice-president of 
Pan-Ameri- 
can Life, and Paul 
Light, regional 
agency vice-presi- 
dent, right, present 
Crawford H. Ellis, 
president, with 491 
life policy applica- 
tions totaling $5,- 
581,678, plus 91 in- 
dividual A&sS 
applications and 
three group cases, 
for a total produc- 
tion of $6,615,678 
on the first day of 
the company’s 
president’s month 
sales campaign. 


The first-day production surpassed last year’s by $1,396,587. 
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Edmund Fitzgerald, 
Nw Mutual Life’s 
Chairman, Retires 


Fitzgerald, chairman of 
Mutual Life since 1958 
when he originated 
that position, is 
retiring, effective 
March 31. He will 
continue as a trus- 
tee and member of 
the executive and 
finance commit- 
tees. 

No immediate 
successor is con- 
templated, but 
Donald C. Slichter, 
president and chief 
executive officer, 
will assume the chairmanship func- 
tions. 

A 1916 graduate of Yale University, 
Mr. Fitzgerald was an artillery captain 
in World War I and saw action with the 
French army. He was a bank execu- 
tive in Milwaukee before’ joining 
Northwestern Mutual in 1933 as a trus- 
tee, becoming vice-president later that 
year. When he was elected president 
in 1947, the company had $5 billion of 
insurance in force. That figure has 
now been doubled. 

He has played a prominent role in 
the industry, having been president of 
Life Insurance Assn. and Life Office 
Management Assn. and chairman of 
Institute of Life Insurance. He has 
also held important positions with 
American Life Convention and Life 
Insurance Medical Research Fund and 
has served on the joint LIA-ALC com- 
mittees on federal income taxation, so- 
cial security and group policies. 

Long Interest In Ships 


Following family tradition, Mr. Fitz- 
gerald has had a life-long interest in 
ships and marine transportation. Along 
with the many other directorships he 
currently holds, he is on the board of 
Gartland Steamship Co. He was first 
president of Wisconsin Marine Histori- 
cal Society, a member of the Milwau- 
kee harbor commission and chairman 
of the executive advisory board of the 
Milwaukee Seaway celebration com- 
mittee. In 1958, the S. S. Edmund Fitz- 
gerald, largest vessel on the Great 
Lakes, was launched. The giant bulk 
freighter was built by Northwestern 
Mutual as an investment and named 
in Mr. Fitzgerald’s honor by trustees 
at the suggestion of the company’s 
general agents and policyholders. 


Named To Governor’s Committee 


The retiring chairman was named 
by Gov. Nelson to the governor’s ad- 
visory committee on tax policies, and 
he has served in a long line of other 
service posts. The list of civic honors 
accorded him is equally long. He re- 
ceived an honorary doctor of laws de- 
gree from Marquette University in 
1953, and he has been cited by that 
school, Northwestern University, the 
navy, the Milwaukee Rotary Club, 
Wisconsin region of National Confer- 
ence of Christians and Jews, Junior 
Achievement and hospital and frater- 
nal organizations. 

To continue his activities and han- 
dle his personal affairs, Mr. Fitzgerald 
will set up an office at 626 East Wis- 
consin Avenue, Milwaukee. 

February sales of Bankers Life of 
Iowa totaled $35,224,642, an increase of 
$4 million ovr Iast year. 


Edmund 
Northwestern 





Edmund Fitzgerald 
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Term-Happy Disparagers Of Cash Value 
Life Insurance Blasted By Roger Hull 


Too many people are being advised 
to buy term insurance and invest the 
difference in 
premiums them- 
selves, President 
Roger Hull of Mu- 
tual of New York 
told the compa- 
nys Top Club 
Round Table 
meeting at Clear- 
water, Fla. 

Mr. Hull said 
Mutual will no 
longer sit back and 
let others ques- 
tion the value of 
the investment features of life insur- 
ance as compared with other invest- 
ments. He also said it is time that life 
companies spoke out on the many 
advantages of life insurance as an in- 
vestment, one that does so many things 
that no other form of investment can 
match. 


Brings Out Booklet 


Mutual Life has just brought out a 
booklet, “The Unique Investment Fea- 
tures of Life Insurance,” from which 
Mr. Hull quoted some highlights. The 
booklet was felicitously timed, in view 
of the current McCall’s magazine’s 
strongly pro-term article, but the book- 
let has been in preparation for much 
longer than the company has known 
about the McCall’s piece. 

The booklet compares the purchase 
of a $25,000 whole life policy and a 
$25,000 term policy from Mutual, and 
points out that the buyer, if in the 
30% tax bracket, would have to earn 
6.7% on his outside fund during the 
entire period from age 45 to 65 to do 
as well on the term plan as on the 
whole life policy. 

The booklet also compares life in- 
surance with stocks. If in the above 
example the buyer puts his outside 
fund into stocks, he would have to ob- 
tain a dividend yield of 3% and an 
annual appreciation of 3% each year 
for 20 years to equal the guaranteed 
performance of the life company. 

This 6% annually from dividends 
and gains assumes that the individual 
has a 30% income tax rate and would 
pay only a 15% tax on capital gains. 
If his income tax rate is more than 
30%, the yield and capital gain that 
must be obtained would have to be 
even greater than a total of 6%. 

Mr. Hull called attention to the fre- 
quent misconception among the public 
due to the comparison of net vs gross 
rates. The interest rate guaranteed un- 
der income settlements in a life policy 
is a net rate that should not be com- 
pared with the gross rate on direct 
investments in stocks or bonds. 

“Anyone who buys and sells stocks 
and bonds,” he said, “should remem- 
ber that the gross income he receives 





Roger Hull 





N. Y. Passes Group Ad&dS 
Convertibility Bills 


ALBAN Y—Both houses of the legis- 
lature have passed separate but du- 
plicate versions of two administration- 
sponsored measures which would 
make all group A&S plans convertible 
to individual coverage at “fair rates,” 
when a worker retires or leaves his 
job. One bill applies to policies on un- 
ion members and the other to group 
policies in general. Both the senate 
and house are expected to pass each 
other’s bills and the governor, as spon- 
sor of the legislation, will probably 
sign them. 


must be reduced by any fees paid for 
investment advice and safekeeping of 
securities, by commissions paid each 
time he buys or sells securities, by a 
reserve for losses and by the personal 
income tax paid on whatever invest- 
ment income or capital gains he re- 
ceives. 

“Assume, for example, that you reg- 
ularly invest at a 5% rate. If bonds 
are purchased at 100, the broker’s 
commission will reduce the yield to 
about 4.97%. If you also pay a one- 
haif of 1% fee annually for invest- 
ment advice and custodian service, 
your yield is reduced to 4.62%, even 
after such fees are credited as a tax 
deduction, assuming you are in a 30% 
tax bracket. 

“Then, a 30% federal income tax will 
bring the actual yield down to about 
3.23%. State taxes may reduce it still 
further. And, since the chances are 
that you will experience some losses 
over the years, your average yield will 
be still lower. A modest allowance on 
that account will bring the true net 
yield to you down to about 3% even at 
today’s high interest rates.” 

Mr. Hull said he had no quarrel with 
investing in stocks—‘“‘a necessary and 
very constructive element in our eco- 
nomic system”—and he had no objec- 
tion to mutual funds, “provided they 
are soundly sold to people who are 
preperly entitled to purchase them.” 
But, he added, “too many people are 
being lulled into the belief that capital 
gains are continuous and can be used 
as income.” 

“We also see widows and other ben- 
eficiaries,” he said, “spurning income 
settlements and calling for lump-sum 
payments, on the theory that they can 
invest the funds more advantageously 
than a life insurance company can. 

“Millions of new investors, who now 
hold common stocks either directly or 
through mutual funds, have never ex- 
perienced a real bear market. Such a 
market can shrink an individual’s sav- 
ings drastically, in short order. In the 
last 60 years there have been nine ma- 
jor bear markets. Even in the least 
severe of those the Dow-Jones indus- 
trial stock average declined 24%, and 
in the worst it declined 88%. A decline 
of at least 40% occurred in six of the 
nine bear markets that have been suf- 
fered since the turn of this century.” 

Emphasizing that investment values 
in a life policy are guaranteed, Mr. 
Hull said: “I can remember when busi- 
ness concerns, homes and farms were 
saved by the cash values accumulated 
in life insurance policies, when no oth- 
er funds or collateral were available to 
people.” 


April 2, 19% 


Speakers In Line 
For LIAMA Meet 
On A&S Problems 


Decisions facing officials of com. 
panies writing A&S coverage will } 
the subject of LIAMA’s A&S Meeting 
at the Edgewater Beach Hotel, Chi. 
cago, April 11-12 

The meeting will be opened by Wij. 
liam B. Cornett, chairman of LIAMA, 
A&S committee and director of Ags 
for Prudential. Henry F. Rood, Lincolp 
National, will speak on the new federa] 
income tax law as it affects A&S§ ip. 
surance. John H. Miller, Monarch 
Life, will talk about cost factors which 
are influenced by the agency depart. 
ment. 

Kenneth Mullins, Washington Na. 
tional, will discuss information needed 
periodically by agency officers jp 
order to keep costs low. 

Ear] Clark, Occidental of California, 
will speak on ways to increase A&$§ 
production. A forum on effective mer. 
chandising will be moderated by John 
J. Plumb, Paul Revere Life. 
Top Management View 

J. C. Higdon, chairman of Business 
Men’s Assurance, will discuss A&S§ 
from top management’s point of view. 

The Monday night session will be 
moderated by J. E. Rawles, Lincoln 
National. Other speakers will be Robert 
R. Neal, general manager of Health 
Insurance Assn.; Jack F. Daniels, Re- 
public National; J. M. Wickman, Mu- 
tual of New York, and George Sherritt 
and Donald Wolfe, both of Southwest- 
ern Life. 

Speakers on the general topic of 
increasing efficiency will lead off on 
Tuesday morning with Lyle B. Pelton, 
LIAMA senior’ consultant. Other 
speakers will be Elmer L. Nicholson, 
Connecticut General; Thomas J. Schil- 
lerstrom, general agent in New York 
City for Paul Revere Life; Roland 
Splittgerber, Loyal Protective Life, and 
B. K. Bicknell, Paul Revere Life. 

J. Harry Wood, managing director of 
LIAMA, will make the closing address. 


Approves Life Companies’ 


Buying Into Multiple Line 

WASHINGTON, D.C.—The House 
District of Columbia committee has 
favorably reported two bills to amend 
the D. C. life insurance act—one which 
would authorize domestic life com- 
panies to acquire multiple line com- 
panies, and one which would authorize 
life companies to use the new CSO 
mortality table. The measures are 
scheduled for early consideration in the 
House. 
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Margaret Carlsen, 





Life; Equitable; 


Rose Aronson, 
Sundelson, Equitable, league president, and Louise Ilse, Equitable. Rear row, 
Mabel Blakely, Norma Glasser, Grace Jordis, Hannah L. Peterson and Helen 
Taylor, all of Equitable. 


Women guests, 
all from Equitable 
Society and partic- 
ipants in a round 
table discussion, 
“The Woman’s Ap- 
proach to Our In- 
dustry,” conducted 
by League of Life 
Insurance Women, 
pose with other 
round table mem- 
bers in New York. 
Front row, from 
left, are Syd Sa- 
mons, Prudential; 
Mildred Stone, 
Mutual Benefit 
New York Life; Vera 


April 
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WILMA L. JENKINS 


Mrs. Wilma Jenkins had no 
previous life insurance 
experience before coming 
to Franklin. 


Here is a record of her 
year by year earnings as 
reported to the Department 
of Internal Revenue. 


L/S ener $ 7,306.32 
BOs. SS 5b. oe 6.408.05 
1G Sareea 15,821.67 





LIFE INSURANCE EDITION 


Sts a Weman's Wesld 


100. oe AT FRANKLIN LIFE 


February 25, 1960 
Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Co. 
Springfield, Illinois 
Dear O’B: 

My three years as a member of the friendly Franklin organization 
have been among the happiest of my life. With no previous life 
insurance experience, my earnings have reached a point far beyond 
my expectations. But now that I have been shown the way, I expect 
my earnings to increase each year. 1960 should bring me an income 
of at least $25,000. 

But it is not earnings alone that have made my association with 
the Franklin Life so very enjoyable. It is the dynamic leadership of 
President Becker, my happy relationship with all you Home Office 
executives, plus the sympathetic understanding and patient guidance 
of my regional manager Jack Wiseman who undertook the task of 
teaching me to sell life insurance when I knew nothing about the 
business. 

The salability of our merchandise together with that priceless 
sales aid, the audio-visual, which Franklin has provided, proved to 
be the keys which made it possible for me to quickly reach a five 
figure income. Over 97% of my sales are on Franklin special plans. 

1959, our Diamond Jubilee Year, has certainly been fantastic for 
me. My earnings doubled, and volume soared. Ours is the one great 
business where no capital investment is required, no previous experi- 
ence is necessary, and earnings can be great. And in what other 
occupation can women earn money equal to the earnings of men 
for equal effort! There is the additional tremendous satisfaction of 
knowing that I am helping my fellow men to provide for their 
future, regardless of what tomorrow may bring. My clients are my 
dear friends. 

I am deeply grateful to all of you who have aided me in becoming 
a prosperous and successful underwriter with the wonderful Franklin 
Life. 

Cordially, 
Wilma L. Jenkins 


An agent cannot long travel at a faster gait than the company he represents! 
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INSURANCE 

COMPANY 

CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over Three Billion Six Hundred Million Dollars of Insurance in Force 








$10 Billion In Force 
For Lincoln National 


I'he $10 billion insurance in force 
mark has been passed by Lincoln Na- 
tional Life. A life insurance applica- 
tion written by A. L. Touch of the Nel- 
son agency in Los Angeles represented 
the policy which boosted the in force 
total to more than $10 billion. 

Founded in June of 1905, with assets 
of $116,097 and a field force of only 
three men, the company reported $530,- 
000 in force when it issued its first 
annual statement. 

By 1939 the in force figure had 
climbed to $1 billion. Fourteen years 
later the $5 billion mark was passed; 
and less than two years ago, the com- 
pany had reached $9 billion. 

Today, with $10 billion in force and 
assets in excess of $1,418,000,000, the 
company has a field force of more than 
2,400 agents in 48 states, District of 
Columbia, Philippines, Virgin Islands, 
and Canal Zone. 


States Service Life Has 


New Owner, New Name 


States Service Life of \Oklahoma 
City, until January Allstates Service 
Life, has been acquired by Securities 
Investment Corp. of Chicago and the 
insurer’s new name is Stability Life. 
It will remain in Oklahoma City. Har- 
old A. Mayer of Springfield, a 25-year 
man in the life business, most recent- 
ly president of Champion Life of 
Springfield, is the new president. 

Stockholders of Stability Life on 
Monday voted to increase capital from 
200,000 shares of 25 cent par to 500,000 
shares of 12.5 cent par. A stock issue 
for Oklahomans of 200,000 shares has 
been registered and will go on sale 
shortly at $2 a share. 

Ralph F. Colton, Chicago, acted as 
consultant to Securities Investment 
Corp. in the acquisition. 
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Robert A. Crichton 
Resigns As Variable 
Annuity Life’s Head 


WASHINGTON—Robert A. Crichton 
has resigned as president of Variable 
Annuity Life and 
is joining his 
brother in the firm 
of Crichton & 
Crichton and ex- 
pects to specialize 
in legal matters 
relating to insur- 
ance. The firm will 
have offices here 
and in Charleston, 
W. Va. 

Mr. Crichton has 
just been appoint- 
ed consultant to 
the Department of Defense life insur- 
ance board, succeeding the late Thomas 
L. Kane, former president of the Spec- 
tator Co., insurance publishing firm. 

Before joining Variable Annuity Life 
four years ago, Mr. Crichton was coun- 
sel of American Life Convention at its 
Washington office and prior to that 
was West Virginia commissioner. He 
will continue on the company’s board 
and will be its special counsel. 


R. A. Crichton 


Beacon Of Baltimore Files 
With SEC For Stock Sale 


Beacon Life of Baltimore has filed 
a statement with the Securities & Ex- 
change Commission seeking registra- 
tion of 240,000 shares of common 
stock to be offered at $5 per share. 

SEC said that the offering is to be 
made on a best efforts basis and that 
Beacon has agreed to grant five-year 
options to the underwriter covering 
40,000 common shares at $5 per share. 
An additional 20,000 shares under a 
10-year option to company officers at 
$5.50 also are included in the registra- 
tion statement. Beacon has 120,761 
shares outstanding. 


N. C. Lenders’ Credit 
Life Companies May Get 
Separate Rate Schedule 


RALEIGH—Strong objections 
against the possibility of the North 
Carolina department’s establishing 
separate premium rate schedules for 
credit life companies owned by fi- 
nance companies were voiced at a 
hearing called by Commissioner Gold. 

An attorney tor Charter National 
Life said the setting up of one series of 
rates for so-called “captive” compa- 
nies and another for “independent” 
companies is illegal. 

At the hearing Commissioner Gold 
said he was serving notice that he in- 
tends to tighten regulation of finance- 
company-owned credit life policies. 

The commissioner, who called the 
hearing to review the loss experience 
of captive companies during the period 
February, 1958, through July, 1959, 
said he was considering issuing a rul- 
ing that would halt the practice of 
some companies using ‘tear sheet” 
policies. These are issued to the bor- 
rower at the time the loan is taken 
out by simply tearing the policy out of 
a book and giving it to him. 

He said, “It may be a speedier way 
of issuing a policy, but it takes all 
control away from the company and 
puts it in the hand of the agent.” 

Figures introduced at the hearing 
by the department showed that 19 
lender-owned companies wrote $10,- 
814,500 in small loan coverage during 
the eight-month period in question 
and that their loss experience for the 
period was $3,501,291. 

Ohio State Life reports A&S sales 
during February were four’ times 
greater than a year ago and more than 
doubled the previous high month. 

Ivan L. Starke, Des Moines, led in 
National Travelers Life production of 
association group insurance for 1959. 
He was also top man in 1958. 





AMERICA'S 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, a 
theatre with a CinemaScope screen. Ready soon will 
be our new 17,000 square foot exhibit hall. For after- 
session enjoyment The Greenbrier’s recreational facili- 
ties are unsurpassed. And our staff of experts not only 
helps in planning your program, but they also handle 
the details to carry it through successfully. 

Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 


FOR INFORMATION write Charles L. Norvell, Dir, of Sale. 
Also reservation offices: New York, 17 E. 45th St., MU 2-4300 
Boston, 73 Tremont St., LA 3-4497 « Chicago, 77 W. Wash- 
ington St., RA 6-0624 « Washington, D. C., Investment Bldg.. 
RE 7-2642 « Glen W. Fawcett: San Francisco. 1029 Russ Build- 
ing, YU 2-6905 « Seattle, 726 
Joseph Vance Building, MU 
2-1981 * Dallas, 211 N. Ervay, 
RI 1-6814 +« Los Angeles, 510 
West Sixth Street, MA 6-7581. 


WHITE SULPHUR SPRINGS + WEST VIRGINIA 


INFORMAL 


1960—FEB. 28, 1961. 


THE 
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Nw Mutual Reaches 
$10 Billion In Force 


Northwestern Mutual Life 
reached the $10 billion mark in 
surance in force. This is the segg 
record of major importance in 
past six months, the company hay 
reached $4 billion in assets last @ 
tober. 4 

Insurance in force has_ increags 
$1 billion since April, 1958. It has 
more than $100 million since Jan,’ 
1960. 


Recalls First Billion 


President Donald C. Slichter ; 
called that the company’s first $1 }j 
lion of insurance in force was achiey 
in 1909, 52 years after its founding 
1857. It reached its second $1 billi 
11 years later. By the start of Wog 
War II there were $4 billion in fo 
an additional $1 billion was reach 
in 1946, 1949, 1953, 1956, 1958 
1960. 

“We believe the present rate | 
growth in our insurance in force yp 
flects a rising awareness of the say 
ings and investment values in permg 
nent life insurance,” states Mr. Slich 
ter, “in addition to its unique value 
in the financial protection of ind 
duals, families and businesses.” 


N.]. Denaviment Seeks 


Control Over Blues 


TRENTON—Two bills have been i 
troduced in the New Jersey legislatuy 
which would allow Blue Cross an 
Blue Shield to issue group contra¢ 
and at the same time would give Com 
missioner Howell regulatory contr 
over both plans. 4 

In another action, the legislatun 
created a six-man commission to in 
vestigate Blue Cross-Blue Shield rate 

Gov. Meyner earlier told legislatiy 
leaders that the bills giving the com 
missioner control over the Blues wo 
empower him to “review and disaj 
prove practices, rules and proced 
such as termination, or refusal to re 
new, coverage, selection of risks am 
underwriting classifications.” q 

Two bills are pending in the legis 
lature which would reduce the infl 
ence of hospital administrators ov 
Blue Cross and would give the departe 
ment control over Blue Shield fee 
paid to physicians. Blue Shield trustee 
have said that the bill giving the com- 
missioner control over fees could 
destroy the plan. 


‘ 
OM 


Cantianntel’ Casualty 
Sells Its Last Block 
Of U.S. Life Stock 


Stockholders of U. S. Life were told 
at the annual meeting this week that 
Continental Casualty has sold the last 
of its holdings in the company. Roy 
Tuchbreiter, chairman of Continental 
Casualty and a director of U. S. Life, 
said the buyer was a “very large steel’ 
company, which boughi the stock for 
its pension fund. Presumably this 1s 
U. S. Steel. 

Continental Casualty bought 51% of 
U. S. Life a number of years ago from 
C. V. Starr. In 1956 it reduced its hold- 
ing to 13.5% by selling a block of stock 
to the public. In 1958 another block 
was used as a dividend to Continental 
Casualty stockholders, Continen 
Casualty keeping only a 2.5% interest 
in U. S. Life, this being the stock sold 
to the steel company. 
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The new IBM Electric 








How to get extra typing production at no extra cost 


If your typists are now using manual type- 
writers, consider this. The average typewriter 
in a life insurance company is a 71-year in- 
vestment and represents a very small portion 
of the total cost of maintaining a typing sta- 
tion. For less than 2% of this total cost you 
can modernize the station with an IBM Elec- 
tric. With many insurance companies real- 
izing production increases far in excess of 2% 
through the use of the IBM Electric, this fine 


typewriter, at the very least, pays for itself. 


All production increases beyond this minimum 
are pure dividends. Same time, same typist, 
same costs—but more typing production. 


Yet, increased production is just part of the 
IBM Electric story. Because electricity does 
most of the work, many companies report, 
typists morale is improved and employee turn- 
over is reduced. The typing itself is always 
clean, sharp and uniform. Whether it be a 
Policy, Group Proposal or an Estate Plan, 
this superb typewriter turns out a finished 


product that will be truly representative of 
your organization. 


If you need still further proof that the IBM 
Electric is a sound economical investment, 
consider, too, the fact that it consistently brings 
top trade-in price. Then call your local IBM 
office and arrange to have our representative 
demonstrate in your own office how the IBM 


Electric can keep your typ- , 
ing station costs down. We | 
think you’ll be impressed. ® 


ELECTRIC TYPEWRITER DIVISION 
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NORTHWESTERN MUTUAL FINDS: The company reviewed more than Forgetfulness that might 


24% million policy records, seeking worked hardship on the policyh 
those in which it appeared that a or his dependents was uncovere | 





Settlement Provision Forgetfulness policyholder had forgotten to up-date two major areas: Designations , 
xa ” y his settlement provisions. Personal let- beneficiaries, and settlement Optig 
Jeopardizes Dependent 5 Security ters were written to 37,000 people who provisions—by which proceeds can i 
had chosen restrictive settlement ar- distributed in ways other than ; 
The financial security of dependents waged among its own more than a rangements for their policies and had traditional one-lump settlement | 
may be jeopardized if the policyhold- million policyholders coast to coast. made no changes in 10 years or more. death. 
er does not periodically review his The campaign, carried on for 3 At least three out of every ten per- As an example of forgetfulness . 
settlement provisions. years, was aimed at getting policy- sons who received a letter had been garding beneficiaries, a Callifony 


This warning to the 115 million holders to keep their settlement pro- forgetful about making needed changes doctor took out a policy 25 years a 
Americans who have life insurance is visions—like their wills—in line with sometimes to the point of endanger- just after the birth of his first sont 
implicit in the final results of a cam- changes in their family or their eco- ing the security of the very ones the named that son as his sole beneficisy 
paign Northwestern Mutual Life has nomic circumstances. insurance was supposed to protect. A second son was born 20 years . 
but his name was never added a] 
beneficiary; the first son died i 
years ago but his name was ney 
deleted as beneficiary. Because of tj, 
father’s forgetfulness, the only bey 
ficiary named on the policy was the 
dead son. 











Example Of Forgetfulness 





As an example of forgetfulness ;, 
regard to settlement option pro; 
sions, a New Hampshire business mz, 


had forgotten about a very restrictiy 


IN CON N ECTICUT MUTUAL LIFE settlement arrangement he had cho 
en for his policy when he and his wif 
were young and he was evident) 
worried that she might be pennile 
around the age of 40. He had express} 
nr OW an forbidden the company to pay his wif} 
any principal whatsoever from th 
proceeds until 10 years after his death 
He and his wife are now well pas 
| the age of 40, but he had forgotten tj 
even better bu remove the restriction. Thus no lif 
a e insurance funds could have beey 
ae Lec a available for his burial expenses or fo; 
any financial crisis his widow migh 
e face during a full decade of her mit. 

Rates Again Reduced dle or late aod 
Northwestern Mutual’s  campaig 
was designed to bring these truths 
home to policyholders: 
—Yesterday’s settlement terms, n 
matter how wisely chosen in the light 
of yesterday’s needs, can sometimes 


Single Premium Annuities — Per $10 Monthly Income 












































AGE 60 AGE 65 AGE 70 prove tragically wrong for the futur 
needs of dependents. 

NEW RATE | OLD RATE | NEW RATE | OLD RATE | NEW RATE | OLD RATE —Under law, the company is re 
quired to settle a policy in strict at. 
INSTALLMENT | Male $1,915 $1,996 $1,686 $1,769 $1,467 $1,558 a Rasigy ices, . 

REFUND Female 2,101 DAT 2 1,876 ee 1,627 1,721 pe gly Ric 
10 YEARS Male $1,788 $1,855 $1,570 $1,631 $1,383 $1,440 The policyholder who is in most 
CERTAIN Female 1,990 2,059 1,759 1,810 1,529 1,587 danger of jeopardizing the intelligent 
WITHOUT Male $1,707 $1,775 $1,444 $1,513 $1,197. | $1,260 ee a “ice i 
REFUND Female 1,942 2,016 1,679 1,740 1,406 1,468 the procecds throws his chala 
restrictive settlement plan and _ then 
Joint and Survivor Rates Reduced Comparably forgets to review the plan to see if it 
still meets his needs after years have 

: : elapsed. 

Illustration of Income After Taxes from $10,000 Investment Comparing: ‘fess, the ‘settlement see 


seemed perfect in 1927—or 1937, a 


1. CML Single Premium Annuity at age 65, and ak se eee ie 





2. Same Amount Invested Other Ways Yielding 5% Annually light of family and economic circum- 
stances when the policy is settled 
TOTAL PORTION SUBJECT NET YIELD AT NET YIELD AT NET YIELD AT which may be in 1977 or later. 
ANNUAL INCOME TO TAX 20% TAX RATE 30% TAX RATE 40% TAX RATE 


Desirable For Many 
For many policyholders, restrictive 








CML Installment 
Refund Annuity $737 $200 $698 $678 $658 settlement provisions are highly de 
Other | t t sirable, the company stresses. But for 
er Investments . : lans are pre 
400 350 300 most, flexible option p 
wed saad ferable. The current trend toward 


at 5% Annually 




















more flexible option settlements call 
reduce the number of hardship case 
When restrictive arrangements are no! 
needed, flexible plans eliminate the 
danger of settlement provisions that 
get out-of-date because of forgetful- 
ness. : 

Northwestern’s campaign began 1! 


‘ : 1956, as a result of its search for @ 
onnecticut utua 1 e meaningful way to observe its cen- 
tennial year. It was felt that such @ 

service program would be an excep- 
INSURANCE COMPANY « HARTFORD tional type of observance and would 
be of lasting and substantial beneiit to 
policyholders, the company, agents, an 


most of all, beneficiaries. 





Similar illustrations at other ages, amounts, yields and types of 
annuity available from the CML General Agency near you. 
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LIFE INSURANCE EDITION 


In its Centennial Year... 
Home Life—which pioneered 
“Planned Estates”’ 

as a company-wide service— 
introduces... 


STEP-UP PROTECTION 


A surging standard of living . . . public fears of 
inflation . . . rising costs of education... . the 
problems of building adequate income for retire- 
ment... 

All of these are signs of changing times and 
needs. They challenge Life Insurance to provide 
imaginative, practical solutions. 


Home Life’s New Step-Up Protection Plan offers 
the public a way to solve timely problems of 
family security. It introduces a dramatic new 
concept—life insurance protection which increases 
automatically year by year. 


Here are some features of the new policy: 





DOUBLES IN FACE AMOUNT. To keep pace with 
modern needs and a cost of living which is trending 
upwards, the Step-Up Protection coverage grows 
5% every year for twenty years, thus doubling 
in face amount. Premium rate increases only once, 
at the end of the fifth year. 


GUARANTEES INCREASED PROTECTION 
REGARDLESS OF HEALTH. Once the policyowner 
qualifies for this plan, his coverage increases 
automatically from year to year regardless .of 
changes in his health or occupation. 


ADAPTS TO CHANGING CONDITIONS. After the 
premium rate adjustment in the sixth year, the 
flexible provisions of this plan offer a number of 


alternatives to fit individual needs. Changes in the- 


policyowner’s economic situation may make it 
necessary for him to reduce his premium outlay. 
Or he may decide to put aside even more than he 
had anticipated. Either eventuality can be handled 
under this plan. 


BUILDS HIGHER CASH VALUES. Liberal options 
available under the plan-allow the policyowner to 
build higher cash values. An original $10,000 of 
protection can grow to a guaranteed cash amount 
of $20,000. Or, under another option, it can pro- 
duce lifetime income of $100 a month at age 65 
plus a cash sum of $3,770. 


* * * 


What is the market for this new policy? It is as 
broad as the need for life insurance. The young 
man who anticipates a growing income; the young 
husband who looks forward to a growing family; 
the man whose estate tax problems are getting 
bigger every day; the business with key men who 
make a continually increasing contribution to its 
success; the father or grandfather who knows that 
college costs are spiralling upwards; the older 
man who must solve his own retirement income 
problem . . . For these markets, Step-Up Protec- 
tion meets important needs—in many cases more 
effectively than conventional policies. 

Another “‘first’’ by the company of “Planned 
Estates’’ service, the Step-Up Protection Plan is 
being featured by Home Life’s field organization 
during its Centennial Year observance. We are 
proud that this policy—as modern as tomorrow— 
has behind it a century of “Serving American 
Families.” 





HOME LIFE INSURANCE COMPANY 
253 BROADWAY, NEW YORK 8, N.Y. 


INCORPORATED 1860 


William P. Worthington 
President 


John H. Evans 
Vice President—Sales 








Aetna Life A&S Plan 
Covers Many Formerly 
Viewed As Uninsurable 


Aetna Life has introduced a hospi- 
talization and monthly indemnity 
benefits plan which is being made 
available to victims of heart disease, 
cancer and to many other prospects 
previously regarded as uninsurable be- 
cause of physical impairments or med- 
ical history. 

Under the plan, persons with a se- 
rious impairment may get A&S cov- 


FteNATIONAL UNDERWRITER 


erage which will include a somewhat 
lower level of benefits for their 
particular disability. The coverage is 
issuable after recovery periods which 
vary with the impairment. The hospi- 
talization portion of the coverage is 
available at all ages. 


Rate Varies With Severity 


One of the plan’s novel features is its 
rate structure, which varies depending 
on whether the policyholder has a mild, 
moderate or severe case of a disease in 
question. In addition to cancer and 
heart disease victims, the plan is avail- 


able to persons afflicted with such ill- 
nesses as tuberculosis, diabetes, epi- 
lepsy, high blood pressure, ulcers, kid- 
ney ailments and nervous disorders. 

The plan has been approved in all 
states except New York and Massa- 
chusetts. 

New York Life has been invited to 
exhibit its career information booklets 
at the White House conference on 
children and youth, March 27 to April 
2, in Washington, D.C. Of the more 
than 100 exhibitors invited, only 12 
others are commercial firms. 











TODAY’S 


MOST COMPLETE 
PORTFOLIO 
IS CARRIED BY 





need. 





The man who sells John Hancock can sell the most 
advanced, most complete protection available — and 
can service a wide variety of client needs. 






MUTUALY LIFE 


BOSTON, MASSACHUSETTS 





The portfolio carried by the John Hancock representa- 
tive enables him to serve every possible life insurance 


He can offer a wide variety of fine individual policy 
plans, including special contracts for Family and Busi- 
ness Protection, Mortgage Cancellation, Annuities, and 
Family and Retirement Income. He can offer modern 
contracts for Pension and Profit Sharing Plans, indi- 
vidual Personal Health Insurance, and Group Life, 
Accident and Health coverages, too. 


... the man who sells John Hancock 








Pca _ a 
INSURANCE COMPANY 
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Guarantee Mutual's 
‘Middle Management 
Improves Supervision 


How one company—Guarantee yy 
tual Life—has improved its field 4 
pervision through a system of Util 
ing the talents of a “middle Managy 
ment group,” which it calls distyiJ 
agents, was explained by Floyd Rey, 
olds, superintendent of agencies, , 
LIAMA’s Agency Management Cop 
ference in Toronto. 

This system, adopted in 1956, giy, 
“an override and development ally; 
ance as an incentive and reward j, 
attracting desirable agents to 
company,” Mr. Reynolds said. 

It has accomplished four things; 
has eliminated the periodic reques 
for raises; it has provided a measy. 
ing device for results based on pp, 
duction and new manpower; has eye, 
revealed instances where perhaps t 
district agent should change play 
with his supervisor in the field, ty 
general agent, and _ has provid 
strong motivating force of pride y 
achievement, Mr. Reynolds reported, 


Selecting “Middle Manager” 


In a discussion of selection for thi 
middle management group, Mr. Reyn 
olds said his company believes thos 
men should be chosen whose sale 
techniques are transferrable to oth 
ers, who have a sound knowledge ¢j 
life insurance, follow the compan 
pattern, and can be “part of the ap. 
swer and not part of the problem.” 

Mr. Reynolds said that LIAMA; 
career analysis procedures gave hi 
company the working tools for prop. 
erly identifying men with _potentia 
management ability and a method ¢ 
identifying their strengths and weak- 
nesses. 

He described some of the trainin 
program in the home office for the 
district agents and pointed out that 
adequate supervision of this middk 
management group is the most diffi- 
cult area of the work, because the 
general agent must be relied on to 
carry out this part of the program in 
the field. 

“Our program is expensive,” M. 
Reynolds said. “We are cost-consti- 
ous but we are convinced that better 
supervision at the crucial contact 
point represented by the ‘man in the 
middle’ is not a luxury, but a nec- 
essity.” 


Freedoms Foundation Honor Medal 
Award Received By New York Lite 

New York Life has received a Georg 
Washington honor medal award from 
the Freedoms Foundation at Valley 
Forge. The award was for the com- 
pany’s career information progral 
cited as “an outstanding achievemen 
in helping to bring about a better un- 


derstanding of the American way 4 ; 


life.’ New York Life instituted fhe 
program in 1953 as a public servite 
advertising program. 


©0000000000000000! 
© FILING SYSTEMS FOR INSURANCE ° 
e COMPANIES SINCE 1919. 


@ 
@WWe were the originators of the Two-Way 
@ond Three-Way Binder Folders made espe 





@cially for Home Office permanent recordd} 1 


@files. A free sample kit, which also ind 


@cludes transparent policy jackets, will bel} $4. 


@ sent on request, with latest price list. 


H. B. McClure Mfg. Co. 
2302 West Glen Ave. 
Peoria, Illinois e 
We sell direct to Insurance Companies @ 
ecoececceeeeooeees? 
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Booklet Tells Agent 
How To Get Into 
Loca! Press News 


John Hancock has prepared for its 
field force a booklet entitled “G-ttinz 
into the News,” which explains the 
hows and whys of press releases and 
the relationship of the newspaper edi- 
tor to news sources. 

The report stresses the receptivity 
of local editors to genuine news, such 
as new office openings, local service 
projects, sales records and awards, and 
service anniversaries. At the same 
time, the local general agent is warned 
against antagonizing an editor with 
evasive replies to questions of public 
interest, items of no news value which 
are merely self-advertising, and in- 
complete information. 

The longer range values of good 
press relations are emphasized. A good 
record for consideration of the paper’s 
problems, for clarity and _ honesty, 
builds up an invaluable backlog of 
good will, the pamphlet says. 

“An editor, the movies notwithstand- 
ing, is not a monster,” it states. “He is 
looking for newsworthy stories and 
will always lend an ear if you have 
one.” 

The booklet goes on to outline the 
details of good press release writing. 
Copies of the book are being sent to 
John Hancock’ general  afencies 
throughout the country. 


Production Lesdens Of 


Provident Mutual Named 


Provident Mutual Life, at a meeting 
of its General Agents & Managers 
Assn. in Hollywood Beach, Fla., pre- 
sented its production leader: plaque to 
Thomas F. Irwin, Philadelphia, winner 
for the ninth consecutive year. 

Other production leaders were S. L. 
Zeigen, New York; R. W. Symons, 
Miami, and C. L. Burnette, Nashville. 
Premium plaques went to G. W. Page, 
Los Angeles, and Messrs. Zeigen, Sy- 
mons and Burnette. Plaques for per- 
centage increase in new business were 
won by Mr. Page; J .A. Schnaars, 
Philadelphia; Mr. Symons and S. A. 
Davis, Concord, N. H. 

Leaders in A&S premiums were H. 
G. Barnhurst, New York; W. H. Green, 
Boston; Mr. Symons and H. B. Armen- 
trout Jr., Ft. Lauderdale. Agency build- 
er awards went to L. H. Morgan, At- 
lanta; R. M. Mueller, Indianapolis; H. 
F. Mowery Jr., Lemoyne, Pa., and W. 
T. Buck, St. Louis. Persistency awards 
were won by Mr. Page; W. H. Blohm, 
Cincinnati; S. O. Schumacher, Akron, 
and Theodore Widing, Philadelphia. 
Messrs, Page, Green, Symons and Wid- 
mg were also awarded group sales 
Plaques. 

Elected association officers were Mr. 
Page, president; Mr. Irwin, vice-pres- 
ident, and Chester Ledford, Kansas 
City, secretary-treasurer. 


Gains For Nationwide Corp. 

Nationwide Corp., the holding com- 
pany associated with Nationwide Mu- 
tual, in its 1959 statement shows as- 
sets of $39.7 million. Net income of 
$790,785 was a 13% increase. 

The corporation’s equity in the 1959 
undistributed earnings of companies 
mn Which it has investments rose to 
$48 million, as compared to $3.6 mil- 
Jon equity in undistributed earnings 
mn 1958. The three life companies in 
Which the Nationwide Corp. has ma- 
lor investments—Nationwide Life, 
“orthwestern National Life, and Mich- 
®an Life—showed a combined insur- 
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ance in force of $4.2 billion, 15.7% over 
1958. Other combined gains for the 
life companies and for National Cas- 
ualty, in which Nationwide Corp. owns 
a majority of stock, were: Assets up 
8.4% to $558 million; gross surplus up 
10.4% to $54 million; and premium in- 
come up 10.6% to $109 million. 


The Harmelin agency at New York 
led Continental Assurance agencies in 
February. Leadership was determined 
on total paid commissions on ordinary, 
individual A&S, major medical, group 
and pension sales. 


<The 


Elizabeth C. Stevens 
Retiring From LIAMA 


Elizabeth C. Stevens,  secretary- 
treasurer of LIAMA has retired after 
38 years of service with LIAMA and 
its predecessor organization, Life In- 
surance Sales Research Bureau. She 
was honored at a reception and pre- 
sented a bound scroll signed by all the 
employes; books of letters from former 
staff and board members, and gifts 
from associates and friends. At a re- 
cent board meeting in Toronto, she 
was honored at a luncheon. 
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Investors Syndicate Has 
$100 Million In Force 


Investors Syndicate has passed $100 
million of insurance in force. A year 
ago it had $6 million. The company 
writes only individual policies. 





Miss Stevens, in private life Mrs. 
Dwight A. Hogg, joined the bureau in 
1922 and became office manager in 
1945. When the bureau merged with 
Assn. of Life Agency Officers to form 
LIAMA, she became secretary-treas- 
urer. 





Since 1886 





Report From Chicago: 





To Alice in Wonderland, the Red Queen said: 
“Now, here, it takes all the running you can do 
to keep in the same place. If you want to get some- 
where else, you must run twice as fast!”” 


Running hard just to ‘‘keep in the same 
place’ need not become a way of life. In 
1960, The North American’s life sales (indi- 
vidual, ordinary) are 200% ahead of 1959. 
A year ago, they were 200% of the year 
before. ‘‘Twice as fast’’ is the rule here. 

Of course, the wise Red Queen knew that 
to run “‘twice as fast,’’ one must aspire to 
‘‘get somewhere else.’’ At The North Amer- 
ican, for instance, time-proved T otal-Quality* 
has been fused with modern, professionally 
tested total-merchandising. Together they 
command absolute sales’ authority. Today 
they move ‘‘twice as fast.”’ 

Whatever the aim may be in life insurance 
sales, The North American’s positive per- 
formance spells success. 

To be sure, all creatures of Wonderland 
really did not aspire beyond ‘‘the same 
place.”’ But Alice moved ‘‘twice as fast’’— 
and soared to exciting new riches! 

And Alice was just a little country girl 
whose only star was faith. 


*T otal-Quality is the mark of distinguished 
products by North American since 1886. 


NORTH AMERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 


Operating in 48 states and District of Columbia 


Over $700,000,000.00 in force 
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OY op cages The book was written by Charles K. for meeting emergencies or seizing H SS 

= aoe For Permanent Reid II, associate director of the com- business opportunities, for attaining Mutual Service Set Ma: s 

Life Insurance Stated pany relations division, and John A. long-range retirement goals, for pro- Records, Agents Told Has | 
Miller, senior consultant. It empha- viding an income that cannot be out- 

In New LIAMA Booklet sizes the need for fixed dollar invest- lived and for transferring a “creditor At Sales Congress Grou 


LIAMA’s second publication in the 
field of investments has been released 
as a book dividend with the March is- 


ments regardless of whether the econ- 
omy is currently inflationary or de- 
flationary and points out why the cash 


proof” estate to a beneficiary. 


Illustrate Tax Advantages 


MINNEAPOLIS—Mutual Seryig 
group of St. Paul held its annual sa, 
congress here last week, followed » 
the annual meeting of the companig 


sue of the association’s Managers value element in permanent life insur- The tax advantages of insurance are . +a] -sur 
Handbook. Title of the new book is ance is the best fixed dollar invest- illustrated and the fallacy of the “buy featuring a record attendance and pita or 
“What You Should Know About Per- ment for most people. term and invest the difference” theory ©couraging report of progress, inclug. ae age 
manent Life Insurance,” and it is a Answering the question. “Why do is explained. The book closes with a i™8 even a modest automobile unde. = = 
companion publication to LIAMA’s people buy property?” the text shows chapter titled “What Can You Do?” Writing profit. : ; ug 
“What You Should Know About Mu- how life insurance satisfies the needs which consists of specific ideas for R. N. Eller, operations vice-preg. Mele 
tual Funds,” published last October. of people as a unique kind of property agents to use in their presentations. ‘ent, reported at the opening sesgsig,f PS 


that Mutual Service Life had $315 mj. 
lion in force as of March 1, thanks t) 4 
a resounding $11.5 million productio, 
during president’s month in Februar, 
This contrasts with only $38 milli 
in force at the beginning of 1950. My. 
tual Service Casualty, with less thay 
$4 million in premiums in 1949, wrote 
more than $17 million last year, anj 
the combined premium of the group 
was over $23 million. The only yp. 
favorable spot in the picture is the 
workmen’s compensation loss _ ratio, 
Mr. Eller said. 

There were 112 agents qualifying fo 
the President’s Club and attendance 
at the congress, despite rigid multiple 
line requirements which include well- 
balanced life, fire, auto and casualty 
production. Last year there were 8} 





Couriers of 
Civilization 








sale | 
*. 
\ 
a \, 


qualifiers. The agents’ meeting has 
grown to the point that next year it js Be ¢ 
planned to hold it separately from the com 

annual company meeting, probably in 
Milwaukee. ° . 
Importance Of Management ‘ : 
President F. F. Rondeau, the lunch- m 
eon speaker, stressed the importance eG 
of management in the success of both Ri 
individuals and organizations. Defining P 
it as a process which effectively util- —- 
izes human and natural resources to eT 
al 


produce desired results, he said its five 
basic functions are planning, action, e 
direction, coordination and control and 
showed how they are applicable to 
everyone, agent, president and staff 
member. : 
E. W. Quirin, Rochester, Minn., won th 
4 o% = - : the Mutual Service “Man of the Year” 
¥ - . gE “4 > %2\| award for over-all balanced produc- Fi 





« "4 
‘>? 

or... wh SF . 

¢ ‘ a a Ye Ties hibeetet, AS 





tion and also the life production award. eT 
‘ - Other leaders recognized at the lunch- tr 
© are eon were Norman Ley, Milwaukee, 
= rogue auto; Ross Brown, Minneapolis, fire; oH 
_ ’ a" el a cared wae _— Arnold Heinshon, St. Paul, casualty, 
- owe ’ and Reid Goodsell, St. Paul, group. Be c 


The customary agents’ panel was with 


Everywhere they found people eager for freedom from | popular, as usual, featuring David 


Merchants brought goods — uring oe 

: : A the economic uncertainties of life. Monson, St. Paul, on multiple line sell- by 

Guardian Agents followed with sipabepie ; ' ing; Yosh Takakuwa, Berkeley, on sell- |] @ Li 

: . eee Now in its Centennial year, THE GUARDIAN is con-| ing in California, which Mutual Serv- || Fi 

the new miracle of life insurance scious of the great debt it owes to its pioneer agents| ice entered two years ago; Charles|| © Re 

who gave strength to the infant company — and to the} Russo, Des isin - —— . p< © Fi 

; alii : ae : ' .. | as an agent and James » Mil-}) 6 A 

In 1860, when THE GUARDIAN was founded, itiner- men and women who represent the company today in waukee, on growth opportunities. R. 

ant merchants carried commerce to distant farms, cities and towns throughout the country. R. Leiviska, who became Rochester |} | i" 
ristmills < villages. : y district manager after a successful ca- 

gristmills and villages ; Paige 8 you —_— your local GUARDIAN represen: | reer as an agent in Virginia, Minn, su 

A blast on a bugle announced the arrival of the ete : rey ae aoe ing “i aha COREE piers on “A ape ot Soe For, 

an with the exciting cargo of clocks and calicoes, — on FIG AES En See Ss Se eee ee writ 

int ag . ¥ . found that he is a good neighbor and friend —and| University of Minnesota and J. C. Johr 


O’Connor, secretary the National Un- 
derwriter Co. 


pots and pans, scissors and spices, tea and tinware. 
Women stopped working, men hurried from the fields 
and children whooped. 


a man you can trust with your personal affairs, 


Approve Merger Of Two 
Salt Lake City Insurers 


Directors of Pacific Western and 
Ideal National, both of Salt Lake City, 
have approved a merger with Ideal 
National as the surviving company. 
The merger was made on the basis of 
a one-for-one share stock exchange. 

The consolidated company will have 
$31 million of insurance in force, $42 


An expert in family protection, estate planning 
and business insurance, he brings to his work idealism, 
insight and skill. Talk to him about your own objectives 
for your family and your retirement years; he’ll be 
glad to help you work out a program that will reflect 
your fondest dreams and ambitions. 


Wherever pioneers ventured, salesmen followed 
with the comforts of civilization. Early agents of THE 
GUARDIAN traveled by coach, boat and “iron horse” 
to bring the benefits of life insurance to the country. 











The GUARDIAN Life Insurance Company OF AMERICA 


Park Avenue South at 17th Street, New York 3, N.Y. million in assets and $1.5 million 2 : ae 
O : capital and surplus. Ideal National will | 1N D1. 
ur Centennial Year be licensed in seven western states. >= 
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Massachusetts Mutual 
Has ‘Middle Level’ 
Group A&S Program 


Massachusetts Mutual has _intro- 
duced what it calls a “middle level” of 
group medical care coverage, which is 
more extensive than basic group hos- 
pital-surgical plans, but not as exten- 
sive or as costly as major medical 


coverage. ' 
The new plan separates medical ex- 


nses by categories, thus making it 
possible for an employer to select the 


Don't be 
the man 
who 
“wasn't 
there” 
when the 
competition 


is 
tough! 











Be a “triple threat’ 
competitor with... 


e New Estate Builder plans 
that defy comparison. 

e 30 modern life plans to 

meet every possible need. 

Guaranteed Insurability 

Rider. 

e Pre-Authorized Check Plan. 

The finest Non-Can A & S 

and Hospitalization plans. 

e Highly competitive Group 
portfolio. 


Be a strong competitor 
with... 


¢ Motivating Audio Visual 
Films. 

e The “Powerful Idea” sales 
track. 

¢ Hard-hitting Direct Mail. 


Be a successful competitor 
with... 


¢ Top Commission Contracts. 

¢ Lifetime Renewals. 

@ Financial Assistance. 

e Recruiting Bonuses. 

¢ Field Training Seminars. 

e Agent Group and Pension 
plans. 

¢ Unexcelled Home Office 
support. 


For Agency Opportunities 
write or wire Byron C. 
Johnson, Agency V.P. 
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exact coverage he needs and can af- 
ford. It also permits him to control 
more effectively the cost of medical 
care coverage, because he can adjust 
or eliminate coverages when costs 
rise beyond the amount allocated by 
him for this part of his employe wel- 
fare program. 

Plan benefits include $5,000 per ill- 
ness for hospital expenses and $1,000 
per illness maximums for each of 
three expense categories—doctors vis- 
its, miscellaneous medical services, 
and prescription drugs and medicines. 
It covers hospital expenses based on 
a daily benefit basis for room and 
board and 75% of expenses other than 
room and board. 

Surgical benefits are based on a 
schedule of surgical procedures, but 
after a deductible, the excess of fees 
higher than the scheduled amount is 
covered on a 75% basis up to a max- 
imum of four times the schedule bene- 
fit. The plan will also pay 75% of em- 
ployes expenses for doctor calls, mis- 
cellaneous medical services, and of 
prescription, drug and medicine ex- 
penses after a deductible of $25, $50 
or $100. Deductibles of $25, $50 and 
$100 for hospital expenses are optional. 

The company has also adopted a sur- 
gical schedule based on the schedule 
of relative values of surgical proce- 
dures recently published by Society of 
Actuaries. 

Benefits for pregnancy will be ex- 
cluded from other coverages and will 
be written under a special separate 
coverage which will provide the pol- 
icyholder with exact cost figures. The 
separation, the company reports, will 
enable it to evaluate pregnancy bene- 
fits for actuarial studies and renewal 
ratings on cases. 


Oppose Life Acquisition 


Of Property Insurers 

Mutual Fire Insurance Assn. of New 
England has voted opposition to any 
legislation that would permit life com- 
panies to acquire controlling interest in 
property insurers. Bills currently are 
being debated in the Massachusetts 
legislature that would liberalize the 
present restrictions on life company 
investments. The association comprises 
the leading mutual fire companies of 
New England. 

President F. A. Meagher of Boston 
Board, organization of property agents 
there, has written members urging op- 
position to the Massachusetts bills be- 
cause mergers of life and property in- 
surers “have been held to be not in 
the best interest of the public.” 








Adam _ Rosenthal (right), whose 
agency at St. Louis in 1959 won three 
of top four awards of General Amer- 
ican Life, accepts awards from Gen- 
eral American President Frederic M. 
Peirce at dinner honoring agency. 
Rosenthal agency won president’s tro- 
phy for all round performance and 
paid premium and paid volume 
plaques. 
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1959 1953 1959 1958 Insurance 

New New Increase in Increase in In Force 

Business Business Insurance Insurance Dec. 31, 1959 

$ $ In Force In Force 
$ 

American National, Tex. .. 1,287,644,111! 1,003,231,834' 509,908.895 345,343,045 5,020,795,323 
Bankers Life & Casualty .. 182,660,058 139,414,616 80,307,345 6,375,655 732,489,925 
Imperial, Canada ............... 153,821,801 128,543,913 96,679,732 86,349,401 * 1,153,704,570 
Liberty Life, S. C. ........... 227,048,237 260,231,304 118,945,642 139,879,910  1,151,420,911 
Lincoln National .......... « 1,534,680,025 1,307,011,183 645,442,488 448,970,054 9,830,363,210 
North American L. & 155,697,459 205,649,688 82,204,324 134,806,705 944,352,475 
North American Re 463,964,4362 355,027,263? 196,600,943 103,766,129 1,278,826,015 
Occidental, Cal. ..... --- 1,659,688,034  1,440,738,067 1,050,238,888 776,838,316 9,049,421,568 
Prudential .................0.. .- 10,143,444,087 11,114,540,396  6,350,143,796 5,401,294,805 76,874,336,111 
State Farm Life .... 307,275,881 277,292,197 177,850,505 133,067,530 1,560,478,750 
Union Labor Life.............. 55,668,454 104,447,320 28,627,070 74,918,355  1,072,606,659 





New business figures include the following amounts of revivals and increases 


1958 respectively: ! $70,534,525 and $45,068,332; 2 


for 1959 and 
$77,961,342 and $65,556,778. 













i“ 

Even BETTER than | hoped, Fred. 
We've gained more operating flexi- 
bility, and our reinsurer is com- 
pletely non-competitive.” 

‘| wouldn’t have ok’d the agree- 
ment on any other basis, but what 
do you mean by ‘more flexibility’?”’ 

“Their underwriting experience 
and speed, especially on sub-stand- 
ard, and their variety of contracts 
and pooling arrangements give us 
more sales mobility. Their consult- 
ants are top men — and available 
when we need them. They've 
trained two underwriters for us and 
helped us with filing problems in 
Tennessee and Indiana. | could go 
on and on.” 

‘No need. It’s clear to me we’re 
better off with North American Re- 
assurance. Should we be looking 








LIFE e 


Our handy booklet, ‘Reinsurance Exclusively,” 
outlines the many services we provide to life companies. 
Would you like a copy? Simply address: 


eeWell, Jim, 
we've had 

a reinsurer 

for a year now. 
How’s It 
working out??? 


to them for advice on entering the 
group field?’’ 

“Just what I’m doing now. A staff 
man from North American Re is 
due any minute . . . and while I’m 
at it, I'll see if they can help with 
that administrative problem we 
discussed yesterday.” 


°F ine. 
They're valuable 
people to know.” 





NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 
ACCIDENT & SICKNESS e 


GROUP 








Opening Day Set By 


hicago Softballers 

Insurance Softball League of Chi- 
cago will begin its 15 game schedule 
May 6. The league is comprised of 12 
teams divided into two sections—East 
and West, the former headed by the 
1959 champions, America Fore Loyalty 
group, and the latter by the runners- 
up, Hartford Fire. 

The other teams in the eastern sec- 
tion are Alexander & Co., Continental 
Casualty, George F. Brown & Sons, 
Fireman’s Fund and Cosmopolitan 





JUST ENGAGED? JUST MARRIED? Help your client meet his immediate 
needs with a basic MONY policy. Later, as new needs come up, he will 


HieNATIONAL UNDERWRITER 


Life and in the western section Aetna, 
Home, Illinois Agricultural Assn., 
Equitable Society and Prudential. 

William Bendig of America Fore 
Loyalty group and Joseph Repel of 
Illinois Agricultural Assn. were re- 
elected president and treasurer of the 
league, respectively, and William 
Crowder of Alexander & Co. is secre- 
tary. 
New Orleans Agency Receives 
John Hancock Group Award 

The New Orleans group agency of 
John Hancock has been awarded the 


April 2, |g 


president’s group trophy. The trophy Ohio State Life Has 


was presented to Quentin F. Urquhart, 
manager, by Philip H. Peters, | vice- 
president in charge of group sales. 


Pan-American Life Trophy 
Goes To Kimberlin Agency 


The Kimberlin agency at Oklahoma 
City has been awarded the Edward 
G. Simmons memorial award for jagen- 
cy management by Pan-American 
Life. The award is dedicated!to a 
founder of the company who dled in 
1958. 








wanttotalkwith you about MONY’s ‘ADD-ON’ riders. Result? A long-range 
MONY program that’s convenient for your clients, and profitable for you. 


WHY MONY’s ‘ADD-ON’ WILL MEAN 
ADDED BUSINESS FOR YOU 


You start your client with a basic MONY policy, 
probably with one or more ‘ADD-ON’ riders, to 
best cover his current needs. (He even gets a dis- 
count if his policy is for $5,000 or more.) Later, 
to meet new needs, you help him adjust his policy 





Name 
Address. 
Zone or 
q City. County. State. 
. ‘N 4 Brokerage Name 
ieee MuaO- New York nowy 
NEW BABY? Important new reason for NEW HOME? A MONY rider, added to Cats ond codes sated rong the Wed Ses ead tn Comm — Hie id 
your client to see you about adding your client’s policy, can cover his mort- ini: sid ise ing acess weil chs acl dase deaeiccoe 
on MONY riders ‘9 lis basic MONY policy. gage and help his family keep their home. 


by adding on MONY riders, subject, of course, to 
MONY’s reasonable underwriting requirements. 
That way, he establishes a growing program with 
‘ADD-ON’—and you. Find out more about ‘ADD- 
ON.’ Send for free booklet or call any MONY office. 





FREE BOOKLET TELLS BROKERS 
ABOUT MONY’S ‘ADD-ON’ 

MONY, Dept. NU-46, Broadway at 55th St., 
New York 19, N.Y. 

Please send copies of MONY’s 
free ‘ADD-ON’ booklet. 
































14 New A&S Policies 


Ohio State Life has expanded a 
modernized its A&S program with { 
portfolio of 14 new policies. Five ha 
been released to date. 

The five contracts include 
male disability income protectors, | 
family and individual hospital 4, 
pense policy and a major medical g, 
pense policy available on either , 
family or individual basis. 

A sales and training feature of ty 
income protectors is that all three g, 
identical in language, benefits, proy; 
sions and definitions with the sing: 
difference found in the _ renewahj 
clauses. 

These renewable clauses are: Nop. 
can to age 65 with guaranteed prep. 
ium; guaranteed renewable to age ¢ 
with right to adjust by class, and p 
newable to age 65 at option of th 
company. All three policies allow px. 
newal to age 70 if the insured ¢q. 
tinues full-time employment. 

Income coverages up to $400 ar 
available on all three policies wit 
elimination periods of 7, 14, 30, 9, 
180 and 365 days, and with incom 
periods of 12, 24, 36, 60 120 months: 
and to age 65. Both first day anj 
lifetime accident income are availabld 
on each plan. Sickness disability jp. 
come is paid during the eliminatioy 
period if the insured is in the hospi- 
tal. 

Eight optional benefits, available o 
all three plans, provide full flexibility 
and full coverage of all needs on an 
policy purchased. One of the optiona 
benefits is readjustment total dis. 
ability income for both accident ani 
sickness. This readjustment incom 
benefit is available for either one a 
two years, whenever longer term A&$ 
income is applied for. 

The hospital policies are guarantee 
renewable for life with no reduction 
in benefits at older ages; after age 6j 
the major medical policy is on an ag- 
gregate basis. All plans allow 12 
months automatic travel permits and 
are written without aviation exclusion 
clauses. 


Three NALU Committees 
Against New Curb In Keogh 


Bill’s Proposed Successor 

The final version of the recommen- 
dation in which three NALU commit 
tees took a joint stand on the probable 
successor to the Keogh-Simpson’ bill 
contained a strong statement against 
taking away any rights enjoyed by 
pension plan contributors under the 
present law. 

The recommendation, adopted at the 
recent midyear meeting at Louisville 
by the committees on agents activities, 
field practices and federal law and 
legislation, was reported in substance 
in last week’s issue. 

The reason for including such ar. 
objection in the recommendation 1 
that the new bill, sponsored by the 
Treasury, would provide that on a non- 
discriminatory basis like that of “ap- 
proved” corporate pension plans, ai 
even larger amount could be excluded 
from the taxpayer’s income than would 
be allowed under the present Keogh 
bill—provided that not more than 30% 
of the annual contribution was for the 
benefit of the owners of a business. 

The three NALU committees took 
strong exception to this 30% limita- 
tion, especially since it would in many 
plans be prejudicial to employe-stock- 
holders participating in existing cor 
porate pension plans. This would 
particularly true in plans set up by 
small, closely-held corporations. 
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Lincoln Natl. V-P 
fells What He'd Do 
lt He Were Manager 


Nine things he would do if he were 
appointed a general agent or manager 
today were listed by Henry Persons, 
vice-president Lincoln National Life, 
before General Agents & Managers 
Assn. of Indianapolis at the March 
meeting. He said: ; 

“1, ’d never allow myself to think 
other than big. Any time I questioned 
the company, the economy, or my 
ability to do the job, I’d quit. 

“9 I would endeavor to do a good 
job on time centrol. I’d ask myself 
these questions about any job: Is it 
important? Does it build the agency? 
Will it help someone in the office? Is 
it necessary? Am I using it to get out 
of doing things I should but don’t 
want to? 

«3 J’d do at least some little thing 
about recruiting every day, and I'd 
give it the same priority I give the 
phone and the mail. 

“4 I'd do some field work every 
week, whether alone or joint with my 
men. 

“5 [’d never delegate all the train- 
ing jobs. I’'d have some area of train- 
ing for which I alone would be respon- 
sible. 

“g, 1 would not let a failing man 
drag on. I’d try to get each new man 
to agree to a reasonable schedule of 
progress so that if he is failing, he will 
recognize that fact and eliminate him- 
self, thereby saving me the embar- 
rassment of firing him. 

“7, IT would get into the home office 
once or twice a year and get to know 
people there on a first-name basis. 

“8. ’'d make an effort to be known 
as a ‘team player,’ a cooperator—at 
least on the over-all program. 

“9. I would be active in community 
work, but I’d keep it in balance.” 

The manager, Mr. Persons conclud- 
ed, is the key to where the life in- 
surance business is going in the years 
ahead. “The most important thing in 
the industry,” he concluded, “is your 
particular job.” 


Speakers Lined Up For 
N. Y. Estate Planners Day 


The annual estate planner’s day of 
the New York chapter of the Ameri- 
can Society of CLU will feature a 
panel of speakers on “Estate Planning 
for the Professional Client.” The 
meeting will be held at the Hotel 
Statler in New York, April 27. 

Panelists will include Don J. Sum- 
ma, partner and head of the tax de- 
partment of the accounting firm of 
Arthur Young & Co.; Barton E. Ferst, 
tax specialist of the law firm of 
Blank, Rudenko, Klaus & Rowe of 
Philadelphia; John M. Grotheer, as- 
sistant vice-president in ‘charge of 
estate planning of the Chase Manhat- 
tan Bank; Jerome B. Cohen, professor 
of economics and supervisor of finance 
and investments for the Bernard 
Baruch school of business and public 
administration; and Israel Unterman, 
Continental American Life, New York, 
who is chairman of the meeting. 


Occidental Of Cal. Holds Workshop 

Eighteen Occidental Life of Cali- 
fornia group field men attended the 
company’s career workshop in the 
home office. All phases of Occidental’s 
sroup operations were discussed in the 
training sessions. Powell E. Smith, 
executive vice-president, spoke to the 
group at the opening day luncheon, 
and H. D. Eagle, vice-president group 
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sales and service, was the closing 
luncheon speaker. Staff members of 
the group sales and service and group 
underwriting and operations divisions 
conducted the training sessions, aided 
by Divisional Group Managers O. W. 
Rusling, Philadelphia, and Lawson du- 
Cles, New Orleans. Jim Shaw, direc- 
tor of group training, was in charge of 
the workshop. 


N. Y. Life College Grant 


Unrestricted For 2nd Year 


New York Life, for the second con- 
secutive year, is making unrestricted 
college grants to 40 state and regional 
groups affiliated with Independent 
College Funds of America. 

Tht grants are apportioned accord- 
ing number and total enrollment of 
colleges comprising each group, and 
the sjze of New York Life’s operation 
in eat h state or region. 

The company’s original grant pro- 
gram, begun in 1951, was until last 
year restricted largely to the further- 
ance of life insurance education at the 
collegiate level. The company will con- 
tinue to make grants for this purpose. 


Offers Vending Machine 
Life Cover For A Week 


A vending machine policy offering 
life insurance for one week at a pre- 
mium of 25 cents will be inaugurated 
within 30 days by Interstate Life of 
Houston. 

The policy is non-medical and will 
be issued to persons up to age 75. 
It will pay four times the face amount 
for accidental death. 

Interstate will test the coverage 
within a month by marketing it 
through a national service station 
chain. If the test is successful, the 
company will offer the program 
through other retail outlets, according 
to President E. J. Stone. 

Raises Interest On Funds Left 

Increased interest rates will be paid 
to policyholders on funds left on de- 
posit with Praetorian Mutual Life. All 
dividends and coupons left with the 
company and all advance premium 
deposits will bear interest at 4% dur- 
ing 1960. This is 1% higher than the 
guaranteed minimum interest pro- 
vided in the company’s policies. 
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New England Life GAs, 
Managers Meeting Held 


More than 100 New England Life 
general agents and managers, along 
with home office executives, attended 
the annual meeting of the cempany’s 
General Agents Assn. at Boca Raton, 
Fla. 

J. H. Baldwin, Washington, D. C., 
was elected president of the associa- 
tion, succeeding W. L. Wadsworth, 
Buffalo. Others elected were F. A. 
Lumb, Grand Rapids, vice-president, 
and A. B. Carroll Jr., Charlette, N. C., 
secretary-treasurer. 

Speakers from the home office in- 
cluded O. Kelley Anderson, president; 
George W. Smith, chairman; James 
B. McIntosh, administrative vice- 
president, and John Barker Jr., agency 
vice-president. 

General agents who addressed the 
meeting included Mr. Wadsworth; E. 
Clare Weber, Cleveland; George D. 
Farrington, Miami; John Pittman, Bir- 
mingham, Ala.; Richard W. Partridge 
and M. Greely Summers Jr., both of 
Boston; Roger W. Smith, New York, 
and Rolla R. Hayes Jr., Los Angeles. 































Here’s Simplified Group 


Insuranee! 


insurance— 


fieldmen. 


The 
LINCOLN 


With Lincoln Life’s simplified Group 


The proposal is complete on one sheet. 
The clean, concise announcement pamphlet 
doubles as the employee’s certificate. 
Lincoln Life’s unusual billing procedure is 
so easy to administer that last-day employ- 
ment changes can be included. And, the 
administrator handles both routine and un- 
usual situations on a simple, self-informing 
basis. For more details, read LNL’s Group 
ads in Fortune and Nation’s Business. 


Lincoln Life’s unusual approach to 
Group insurance is another reason for our 
proud claim that LNL is geared to help its 


INSURANCE COMPANY 


Its Name Indicates Its Character 


NATIONAL LIFE 


Fort Wayne, Indiana 














‘na. Agents Annual 
Agenda, Life Insurance 
Week Is Announced 


Indiana Assn. of Life Underwriters 
has announced Life Insurance Week 
in that state will begin March 27. The 
association has also announced the 
program for its annual sales congress 
and meeting, May 12-13, at Indiana- 
polis. 

Speakers will be Rev. Robert Rich- 
ards, Olympic pole vault champion; B 
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N. Woodson, president of American 
General, and Grant Taggart, Califor- 
nia-Western States, Cowley, Wyo. The 
annual meeting will begin May 12, and 
the morning of the 13th will be oc- 
cupied with a leadership training 
school. Rev. Richards will address the 
luncheon, which will open the sales 
congress. 

General American Life’s Carlton M. 
Conarro agency, Atlanta, topped all 
other agencies during February in 
individual life sold. 


Charge Mich. Blue Cross 
Assuming Dictatorial 


Control Over Hospitals 


LANSING—Michigan Blue _ Cross 
and Blue Shield organizations, at a 
state senate hearing on a proposed 
legislative investigation of their oper- 
ations, was assailed as attempting to 
assume autocratic power over hospitals 
in the state. The senate business com- 
mittee took no immediate action on the 
resolution proposing the inquiry, in- 





GENERAL AGENTS’ 
CONFERENCE: 


Blueprints 
for the 
New Year 


Traditionally, the General 
Agents of Guarantee Mutual 
Life meet early in January each 
year to review and receive recog- 
nition for the accomplishments 
of the past year—and to plan 
for greater performance in the 
year ahead. 


Here new developments in the 
interest of the field organization 





Agency Builder Awards are based on overall 
agency performance, new agents, production, 
business in force, etc.—and given in four 
Here J. D. Anderson presents an 
Established Agency Builder Award to Earl J. 
Knutson, General Agent, Portland, Oregon. 


classes. 











growing”’ 


are announced, with special 
consideratio): given to the 
field suggestions consolidated in 
the report of the General 
Agents’ Council. Here is ex- 
emplified the strong team spirit 
that exists between the Home 
Office and the general agency 
organization. Here agency and 
company objectives are set. 
Here management principles 
are re-emphasized and the com- 
plete company blueprint for the 
year is drawn. 


This well-planned, close work- 
ing relationship accounts in 
large measure for the pace- 


J. D. Anderson, Executive Vice President, outlines sales outlook for 1960 at General Agents’ Conference, held at the Home Office in Omaha. 


Time out for some fun: New general agents must wear aprons reading ‘‘Green . . . but still 
and take some good-natured ribbing during the awards dinner. Here Doug Savage of 
Dallas, Texas, kids with Don Heffernan, Sioux City, Iowa and Merle Borchert, Kearney, Nebr. 


| setting growth pattern at 








Guarantee Mutual Life —a 
success story shared by every 
member of our field organization. 


Agencies open in the following states: Iowa, 
Nebraska, South Dakoia, Illinois, Texas, 
Wyoming, California, Washington, Kansas. 
Write to J. D. Anderson, Executive Vice- 
President, 8721 Indian Hills Drive, Omaha, 
Nebraska. 
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troduced some time ago by Sen. Ray. 
mond D. Dzendzel, Detroit. 

Sidney S. Goosen, administrator g 
Lakeside General hospital, led a pg, 
ade of critics of Michigan Hospity 
Service (Blue Cross) and Michigay 
Medical Service (Blue Shield), & 
charged that the two services hay 
been attempting to assume “auto. 
cratic power” over hospitals through. 
out Michigan. Now controlling ap. 
proximately 70% of the population 
having pre-paid hospitalization-meqj. 
cal service, the allied services, Mp 
Goosen said, have “set themselves up 
as sole judges of what hospitals anq 
communities can do for the sick”. 

Hospital standards can be dictate 
by Blue Cross, he charged, and even 
construction of new hospitals ang 
expansion of old ones can be con. 
trolled by Blue Cross through accept. 
ance or denial of Blue Cross patients 
Small hospitals, he said, have beep 
effectively eliminated from any voice 
in Blue Cross affairs through alleged 
“handpicking” of trustees. He accused 
Blue Cross officials also of exaggerat. 
ing alleged abuse of benefits by pa- 
tients, using such claims as an excuse 
for frequent rate increases. 


No Public Control 


Robert Fitzke, executive secretary of 
Michigan Chiropody Assn., called Blue 
Cross ‘“a public corporation with 
practically no public control.” 

William S. McNary, executive vice- 
president of Blue Cross, urged the 
senate to delay action on any investi- 
gation until a report is made on 
another two-year study of the services, 
being financed by a $350,000 founda- 
tion grant. He noted that Prof. Walter 
J. McNerny, chief of the bureau of 
hospital administration at the Univer- 
sity of Michigan, heads this governor's 
commission study, and he said he felt 
it would be entirely objective. He 
conceded probability that results of 
this inquiry would include some “harsh 
criticism.” 

Mr. McNary denied that trustees of 
the two services are “self-perpetuat- 
ing.’ He said member hospitals elect 
a majority of the trustees of Blue 
Cross. 

Sen. Dzendzel, in the text of his 
resolution, criticized what he termed 
discriminatory practices and excessive 
rates laid to Blue Cross-Blue Shield. 


State Mutual Life Gives 
400 Jobs Standard Rates 


State Mutual Life has _ reclassified 
more than 400 occupations, giving 
them the status of standard risks. 
Metal industry technicians, locomotive 
engineers, boiler makers, firemen and 
some police officials are among those 
who will no longer have to pay an 
extra premium of $2 to $2.50 per 
thousand. 

Technological and_ sociological 
changes, together with the expense of 
premium collection for the small rat- 
ings, were some of the reasons given 
for the reclassification. 


Metropolitan Lite Will Sponsor 
Portions Of NBC Radio News Spots 

Metropolitan Life will sponsor one- 
quarter of “News on the Hour” over 
the NBC radio network beginning May 
2. Metropolitan will use the commer- 
cial time for public health service 
messages containing “Good Hints for 
Good Health,” which have been heard 
on radio since 1946. The broadcasts are 
regular five minute features on NBC 
radio from 7:00 a.m. through 11:00 
p.m., local time, in all time zones, Mon- 
day through Friday. 


ppril 2. 
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Micuty EFreEctIveE! 


it's the new 


DuKawnw EE 
Mite-E-Lire! 


Here’s a professional-quality sound 
slide-film projector, all-new from 
DuKane, the world leader in audio- 
visual point-of-sale helpers. It’s the 
world’s lightest only 10% lbs.! New 
features... Redi-Wind film take-up... 
Two-speed phono takes records up to 
12”... New low price—only $104.50! 
Send in the coupon for further infor- 
mation and a demonstration at your 
own desk by your local DuKane dealer. 


CPeereecccccccecccccee cece eeeseeeee® 


DuKane Corporation, Dept. NU 40 
St. Charles, Illinois 


Tell me more about the all-new DuKane Mite-E-Lite. 
Name__ 
Company. __ 
Address__ 


City & State 
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Historical Statistics 
Of Life Insurance Are 
Given In New Booklet 


Statistics of life insurance covering 
the 18th, 19th, and 20th centuries have 
been compiled from many sources in 
the booklet “Historical Statistics of 
Life Insurance in the United States,” 
published by Institute of Life Insur- 
ance. The booklet is an enlargement of 
the material prepared by the institute 
for the Federal Bureau of the Census 
publication “Historical Statistics of the 
United States—Colonial Times to 
1957.” 

The booklet traces the life insurance 
pattern of growth from 1759, when the 
Presbyterian Synod of Philadelphia 
established the first life company, up 
through 1958 when there were 1,362 
U.S. life companies providing more 
than one-half trillion dollars of life 
insurance protection. 


Fact Book A Source 


Source material for what is con- 
sidered the most comprehensive 
growth study of the life insurance 
business was taken from statistical 
records of state insurance departments, 
commercial publishers of life company 
information, trade associations within 
the business, and outstanding refer- 
ence books on life insurance history. 
Major source of the statistical infor- 
mation of the 20th century was the 
Life Insurance Fact Book, compiled by 
the Institute of Life Insurance. 

Life insurance annual sales by U.S. 
life companies both in the United 
States and in foreign countries are 
traced from 1854 when $15 million of 
ordinary was the total volume written 
by the 43 U.S. companies then in 
existence. The billion dollar mark in 
total sales was reached in 1891, and in 
1958 life insurance purchases of all 
types reached $72,918,000,000. The fig- 
ures in the sales table vary from the 
sales figures reported by the life insur- 
ance business since 1940, which cover 
sales in this country by both U.S. and 
foreign life companies. 


Go Back To 1815 


Figures for life insurance ownership 
in the study go back to 1815 when 
there was a total of $37,000 in force 
with U.S. companies. Milestones along 
the way include 1867, when a billion 
dollars of life insurance in force was 
reached; 1902, when the companies had 
over $10 billion in force; 1929, when 
they achieved the $100 billion mark 
and 1958, when they surpassed $500 
billion. Statistics are also shown for 
the amount of life insurance in force 
in the United States written by all 
companies, domestic and foreign. Gen- 
erally they follow a pattern slightly 
below the annual figures reported for 
U.S. companies. 

The income and disbursements of 
U.S. life companies are detailed from 
1854, a year when the companies took 
in $3 million in premiums and invest- 
ment earnings and paid out nearly $2 
million, of which half was in death 
benefit payments. 


Increased To $400 Million 


At the beginning of the 20th century, 
the annual income of U.S. life com- 
panies had increased to $400 million 
with total disbursements, mostly bene- 
fits, amounting to $267,580,000. In 1958 
total income reached $20,249,000,000 
and $15,127,000,000 was paid out to 
policyholders, beneficiaries, and as 
expenses, including taxes. The greatest 
portion of the difference between in- 
come and disbursements consists of 


Institute Reports: 
Most Life Policies 


On Permanent Basis 


Of the $314 billion ordinary life in 
force in the United States today, an 
estimated $285 billion is under perma- 
nent coverage, Institute of Life In- 
surance reports. Included in these 
cash value policies is an estimated 
$30 billion of added short-term bene- 
fits. The aggregate cash value benefits 
built up in permanent policies were 
in the neighborhood of $50 billion at 
the start of 1959. 

The institute pointed out that in re- 
cent years the family income policy 
has accounted for nearly one-third of 
ordinary insurance sales. Term pol- 
icies, standing alone, the institute said, 
account for only about 8% of total 
ordinary coverage, or not greatly above 
a decade ago. 

In addition to the permanent cov- 
erage under ordinary insurance, nearly 
all of the $40 billion in industrial life 
now in force is on a permanent basis. 


Two Policies Added To 
N. Y. Life Portfolio 


New York Life has added to its 
portfolio two policies—a $10,000 mini- 
mum, 10-payment life policy with 
three options designed to provide flex- 
ibility in meeting retirement require- 
ments, and a Home Protector disability 
policy which is a_non-cancellable 
A&S monthly income plan. In addition, 
the company is making available its 
non-cancellable monthly income dis- 
ability policies to certain persons in 
occupational Class A, which is made 
up mainly of blue-collar workers. 

The options on the 10-payment life 
plan permit the following: 

—Changing on the 10th policy anni- 
versary to endowment insurance ma- 
turing at age 65 or the 15th policy an- 
niversary, if later. Under this option, 
payment of a level premium is re- 
quired for an additional five years 
from the date of change. 


Retirement Annuity 


—Buying a supplementary retire- 
ment annuity on the 10th policy anni- 
versary if insured is age 60 or less. 
This option provides a monthly life 
annuity usually beginning at age 65. 

—In addition to either of the other 
options, policyholder may buy a single- 
premium annuity, for an amount not 
in excess of the face amount of the 
basic policy, at a premium rate 2% less 
than the rate in effect at the applica- 
ble option date. 

The benefit structure of the Home 
Protector plan includes total disabil- 
ity income and waiver of premium. The 
new policy provides coverages to the 
policy anniversary nearest age 50, 55, 
60 or 65, as selected by applicant. Max- 
imum benefit period runs to the end 
of the period of coverage and is the 
same regardless of whether disability 
results from sickness or from acci- 
dent. It can be used as a supplement 
to mortgage life policies. 





additions to policy reserves, which are 
not included with disbursements. 

The asset history of the life com- 
panies is also traced back to 1854, 
when there were 43 companies and the 
assets totaled $11 million. The billion 
dollar mark was reached in 1894, when 
there were 66 life insurance companies 
doing business. Thirty years later, in 
1924, $10 billion of assets was achieved, 
and in the next 33 years this figure 
increased 10 times again to go over 
the $100 billion mark in 1957. 
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HOW MUCH 


IS ALOT? 





That depends on you! It de- 

pends on how much money 

you want to make — and 

whether you can instill in 

others your spirit of accom- 
_ plishment and “know how”. 
| So, ask yourself: 


Can | show others how to 
prospect —to get leads 
from their own efforts, | 
ability and imagina- 

tion and not depend on 
i the home office or their 
supervisor? 





Can | inspire others to 
i tell a convincing story | 
i —and do better with a 
| proven competitive | 
merchandising plan, | 
featuring dismember- 
ment—lifetime income | 
—top value income ; 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic | 
and Aut-O-Check? 


Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 
selves? 


Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top Ist yearcom- | 
mission on par and non-_ | 
par policies—agency 
office allowance—non- 
pension 
plan — operating capital 
for new agents. 


ice lil ecbccbinnWtiet ARE ict tase bait at ti can 
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Editorial Comment 


Is More Togetherness In The Cards? 


Resentment at “the companies” for 
“abuses” and “excesses” has become a 
standard feature of NALU meetings 
but at the midyear meeting last week 
in Louisville there was a different 
quality to the resentment. 

The feeling seemed to be more one 
of deep concern, and more serious and 
purposeful than ever before. It seemed 
more widely disseminated among the 
responsible element—leaders and rank- 
and-file. The tone was set much more 
by those you’d class as non-boat-rock- 
ers than by those who jump into a 
fight because they love a good, rous- 
ing wrangle. 

There was little evidence of any 
feeling that the companies whose ac- 
tions are viewed with alarm are or- 
nery villains, heedless of the interests 
of the public, the agent and the busi- 
ness. Critics spoke much more in sor- 
row than in anger. They were not 
thirsting for revenge. But they do re- 
gard what certain companies are doing 
as damaging to the agency system. 

NALU President William S. Hendley 
Jr. is proud of being a southern con- 
servative but he didn’t let that stand 
in the way of uttering some extremely 
forthright criticism of jumbo group 
and, most of ali, association group in 
its various manifestations. Calling the 
latter the No. 1 problem of the busi- 
ness, he said, “The men in the field 
are beginning to wonder if the com- 
panies themselves have not lost faith 
in permanent life insurance.” 

NALU Executive Vice-president Les- 
ter O. Schriver spoke in much the 
same tone of concern in urging the 
holding of a high-level conference with 
the companies to deal with “the vol- 
ume of discord and the degree of dis- 
satisfaction which has been manifest 
in our business.” 

As to whether unlimited group helps 
individual sales, as some company of- 
ficials contend, or stymies them, as 
agents have reported from personal 
experience, Mr. Schriver asked, “Who 
is right? There is indeed a confusion 
of tongues. Don’t you think it’s time we 
found out the truth?” 

We are heartily in accord with fact- 


finding as a means of delimiting and 
dealing with matters at issue between 
NALU and companies that are doing 
things that NALU doesn’t like. With- 
out sufficient facts, there is a strong 
temptation to be guided by emotion 
rather than a realistic look at the situ- 
ation as it actually exists. Naturally, 
it’s more fun to charge joyfully into 
the fray, unconfused by facts. But it 
seems as if NALU leaders understand 
as never efore the need of substitut- 
ing facts for opinions. 

Of course, as every salesman knows, 
facts won’t do the job by themselves, 
no matter how numerous and well doc- 
umented they may be. But a top-flight 
salesman with a sketchy array of facts 
stands little show against an equally 
good salesman who has at his command 
all the facts that competent research 
can unearth. 

Fact-finding can be used to deter- 
mine the strength of the opposition’s 
stand. It can be used to convince the 
opposition, in some situations, that the 
course you object to is as bad for your 
opponent as it is for you. It can point 
the way to a compromise that might 
prove a satisfactory solution to both 
sides. And finally, if fact-finding won’t 
work with your opponent, it can be 
used in dealing direct with the public, 
as in the actuarial report on associa- 
tion group that the New York State 
Assn. of Life Underwriters had pre- 
pared for the Onondaga County Medi- 
cal Society—and that unsold the society 
on buying either the group life or the 
group pension proposal. 

Another thing that fact-finding 
might do for NALU and the companies 
is determine whether it is reasonable 
to expect NALU and the companies to 
have the kind of close “togetherness” 
that so many leaders in NALU seem 
to regret that there is not more of. 
Is the nostalgic longing for the closer 
relationship of the “good old days” 
really warranted by the facts? Was the 
relationship really so much closer? Or 
did it just seem that way because the 
business and its products were so 
much simpler than they are today? 


closer than the paper on the wall, is it 
reasonable to expect it to continue to 
be so close, under today’s conditions? 
Maybe yes, maybe no. Is it possible 
there may be genuine conflicts of in- 
terest between the home office and the 
field? We would hope not. But if there 
are, it is possible for such conflicts tu 
be entirely honorable. It does not nec- 
essarily follow that one side wears a 
halo and the other is intent on de- 
stroying the foundations of the life 
insurance business as we have known 
at; 

The natural tendency of “our” side 
is to equate its own point of view with 
the best interests of the insuring pub- 
lic. So anybody who opposes that 
point of view is working against the 
public. A good job of fact-finding 
would determine whether this makes 
sense—or whether the opposition can 
make out an equally good case for 
equating its own point of view with 
the public’s interest. 

But most of all, fact-finding can les- 
sen the unhealthy feeling of resent- 
ment against the companies that are 
doing things NALU leaders don’t like 
—a feeling that tends to extend un- 
justly to “the companies” in general. 
It will probably have to be accepted 
that there are companies that will pur- 
sue their chosen courses regardless of 
NALU’s likes or dislikes. 

They have no feeling of guilt about 
what they are doing, or if they have, 
they are amply able to rationalize it. 
They may sincerely regret that NALU 
disagrees with them but they have not 
the slightest intention of placing them- 
selves at a competitive disadvantage 
or losing business simply to regain 
NALU’s esteem. 

If NALU hopes to achieve a warmer 
rapprochement with such companies, 
it will be only because of competently 
researched facts, skillfully used. It will 
not be because of resentment or even 
outright hatred. Fortunately, NALU 
seems disposed to base its future 
strategy more on fact-finding and less 
on emotionalism and accusations that 
the companies have sold them down 
the river.—R.B.M. 
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Personals 


Harry V. Wade, president Standard 
Life of Indiana, and Mrs. Wade are on 


But even assuming it was reallya European trip that will carry into the 
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middle of April. They are visiting the, 
younger son, Douglas, a graduate a 
Indiana University, who is in the arm, 
at Frankfurt, Germany. ; 


Robert J. Hoeckelberg, agency seer. 
tary Federal Life of Chicago, and My 
Hoeckelberg have had their secon 
child, a daughter, Carol. 


Leland J. Kalmbach, president of 
Massachusetts Mutual, has bee 
elected a director of Sheraton Corpo. 
ation of America, the hotel chain. 


Noel S. Baker, vice-president jp 
charge of the policy department ¢ 
John Hancock, has been appointed ; 
member of the advisory council 9 
Massachusetts Self-Survey, a program 
promoting efficiency in state gover. 
ment. 





Deaths 


FRANK T. PHILLIPS, director 9 
education and training of Columbys 
Mutual and Ohio 
State Life, died, 
Before joining 
Columbus Mutual 
in 1949 as agency 
secretary, he was 
manager at (Co- 
lumbus of Con- 
monwealth Life, 
He became direc- 
tor of education 
and training in 
1957. Mr. Phillips 
was a past presi- 
dent of Columbus 





Frank T. Phillips 
Life Underwriters Assn. and the Co- 
lumbus CLU chapter. 


ARTHUR D. DOSS Sr., 75, retired 
president of Mammoth Life & Acci- 
dent, died at his home in Louisville. 


GEORGE R. HOLDHUSEN, 72, sv- 
perintendent of agents for Wisconsin 
Life from 1935 until his retirement in 
1954, died in a Coral Gables, Fla, 
convalescent home after a brief illness. 


MARTIN L. SELTZER, 72, retired 
general agent, died of a heart attack at 
his home in Reno, Nev. He was general 
agent in Iowa for Aetna Life from 1929 
until 1941, and general agent at Des 
Moines for Kansas City Life until his 
retirement. He was with Travelers 
as manager at Grand Rapids and St. 
Louis before moving to Des Moines in 
1927. Mr. Seltzer was a president of 
Iowa Assn. of Life Underwriters and 
of Des Moines A&H Assn. 


HERBERT D. BURNS, 81, chairman 
of Crown Life, died in Toronto. 


HORACE G. DENT, 59, general agent 
for Atlantic Life at Charleston, S. C., 
died at his home in Laurel Park. He 
was a past president of Charleston Life 
Underwriters Assn. 


GUSTAVE M. BUGNIAZET, 81, who 
retired in 1954 as president of Ameri- 
can Standard Life, died after a long 
illness. 


THOMAS W. OWENS, 42, Cincin- 
nati manager of Prudential, died in 
Holmes Hospital following heart sur- 
gery. He had been active up to the 
time he entered the hospital. Complete 
recovery was expected, but complica- 
tions developed and he died within 
four days. A life member of Million 
Dollar Round Table, Mr. Owens had 
been with Prudential for 11 years, 
coming to Cincinnati in July, 195%, 
from Kingsport, Tenn., where he had 
lived most of his life. He was a director 
of Cincinnati Assn. of Life Under- 
writers and vice-president of General 
Agents & Managers Assn. of Cincin- 
nati. 
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Indianapolis Agents 
Hear MDRT Men'‘s Tips 


| On Business Insurance 








Four members of the Million Dollar 
pound Table gave Indianapolis Life 
Underwriters Assn. 45 minutes of 
practical selling tips in business insur- 
ance at the association’s March break- 
fast. Serving as moderator, and, at the 
game time, passing along tips of his 
own, was A. Hamilton Gardner, Mu- 
tual Benefit Life, who described the 
yarious business insurance needs as 
exactly similar to the needs for per- 
sonal insurance. 


Must Have Need 


Guy Morrison, general agent of 
Northwestern Mutual, warned that 
while it is somewhat easier to get a 
prospect to spend company dollars 
than it is to get him to spend personal 
dollars, the business insurance buyer 
must have a need that he will recog- 
nize. Key man insurance is ‘a good ap- 
proach, he reported, but the agent 
must be sure he is proposing it for a 
true key man. Too often the agent 
makes the proposal for a man who, al- 
though appearing to be important in 
the business, actually only carries out 
programs developed by others. “Look 
for someone with unique skills for his 
particular job,” Mr. Morrison urged. 
“He isn’t always the man with the ti- 
tle. He may be, instead, the butcher 
in the meat market. Find a man to 
whom profits are directly and clearly 
traceable before proposing the cover- 
age.” 

Mr. Morrison recommended also sal- 
ary continuation for the business own- 
er or part-owner as a way to increase 
the size of the sale. “The actual value 
of a race horse is whatever you paid 
for it, no matter how many purses it 
wins,” he said. “Thus many a very 
profitable business represents a capital 
investment of some such small amount 
as $25,000. Sell buy-and-sell coverage, 
and $25,000 is all you’ll get. But, sell 
the idea of continuing the owner’s in- 
come for three years or so after his 
death, and you’ll triple or more the 
sale.” 


Continue Personal Sales 


Robert Sternberger, Massachusetts 
Mutual, advised making the business 
insurance sale on top of the personal 
Sale rather than “giving up” personal 
sales for business insurance. He called 
deferred compensation “the most eye- 
catching” of business insurance needs 
and suggested working into a presen- 
tation of it from a discussion of pen- 
sion possibilities. “Many an employer 
not interested in pension plan is at- 
tracted by the fact that in deferred 
compensation, you can suit the plan to 
individual employes, not being re- 
quired by law to avoid discrimina- 
tion.” Further, he pointed out, the de- 
ferred compensation plan has no prob- 
able cost to the employer. 

Split-dollar is an excellent approach 
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Bid Asked 
$ $ 
Pi SI lasccssstesesstiiatiteitbcttciercoces 83% 85 
Beneficial Standard ................00 16 17 
Business Men’s Assurance .......... 40 4142 
Cal.-Western States .............. 5842 
Commonwealth Life .... 30% 
Connecticut General ...... 355 
Continental Assurance .. 156 
Franklin Life ...............:.6 78 
Great Southern Life ................... 78 
Gulf Life 21 
Jefferson Standard. ...........:c 47 
Liberty National Life .. 60 
Life & Casualty ............. 1912 
Life of Virginia .............. 52% 
Lincoln National Life .. 240 
pe ae eer er 112 114 
North American, II]. .........:..::0 1342 14% 
Nw. National Life .... : 102'2 Bid 
Ohio State Life 20.0.0... 5212 55 


ONE Bibri Take esis ncsscnssscccsescanssacsessccces 68 72 





Old Republic Life ...............e 16% 172 
Republic National Life ................ 3242 34 
Southland Life ............... a 95 
Southwestern Life  .........ccce 55 57 
Travellers ...........ecseeee 82 83 
NERO MN cc asnscanticaccsesuvecomnamneniecascsane 45 47 
Ss ee BE incesctenisatsieainniantitangpionains 42 43% 
Washington National ................- 50 53 
Wisconsin National Life .............. 3842 41 


N. Y. Caravan To Feature 


Productive Sales Ideas 

Ideas that produced $10 million in 
sales last year will be given by the 
participants of the annual sales cara- 
van sponsored by New York State 
Life Underwriters Assn. The caravan 
will open at the Lafayette Hotel in 
Buffalo on April 27 and will present 
the same program at the Hotel Onon- 
daga in Syracuse, April 28, and at 
the Hotel Ten Eyck in Albany, April 
29. 

The complete roster of speakers, 
their subjects and details on a new 
seminar will be released shortly by the 
association. 





to the business insurance case, George 
Jackson, Connecticut Mutual, told the 
audience, and an approach to split 
dollar is: “Would you like to know a 
way to get tax-free dollars out of your 
company?” He pointed to the possibil- 
ities in transferring personal policies 
to the company. If they are older pol- 
icies, the annual premium may equal 
or exceed the annual cash value in- 
crease. Since in the split dollar case, 
the employe pays only the protection 
cost, in such policies, he has no pre- 
mium payment, thus increasing his 
net, spendable income. While his death 
values drop by the amount of the cash 
value sold the company, this value can 
be paid off in interest-bearing notes, 
the interest from which will help pur- 
chase term to offset the death value 
drop. 

Split dollar has most appeal with 
junior executives, Mr. Jackson report- 
ed; but it is also useful with any key 
man situation, with a profit-sharing 
trust, with father-and-son, and with 
the sole proprietor buy-out agreement. 
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READY TO STEP UP? 


Are you a strong personal producer or brokerage supervisor? 
You can step up to your own profitable agency by taking ad- 
vantage of this outstanding General Agency opportunity with 
a progressive company. Competitive life contracts plus guar- 
anteed renewable accident and sickness and major medical. 
You can make up to 103% of the first year’s premium. Send 
resume today for quick, confidential details. 
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FLEXIBLE INCOME 
FOR LIFE CONTRACTS 


Optional deferred maturity provision, offers .. . 


@ at original maturity date, policyowner can 
defer settlement for up to five years and leave 
proceeds with the Company to accumulate at 


guaranteed interest. 
@ at any time within this five year period he can: 
Draw out cash value plus interest. 


Start receiving monthly retirement checks 
under any of six optional modes of settlement. 
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one of the Provident States*, we may have 
just the opportunity you are looking for. 


WHY NOT } 
HAVE?.. | 


>» Your own general agency 

>» Top commissions on 
personal production 

>» Vested renewals 

>» Competitive policies 

> Powerful sales brochures 

>» Tops in support from 
Home Office 

> Growth with a growing 
company 
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attorney. He became a policy exam- tate officer. Mr. Sargeant was city and is 
@ iner for the New York department and loan manager, Mr. Skaggs farm a Gerald 
Home Office Changes 4% yea’s ago went with Federal as ranch loan manager, and Mr. Finn, superv! 
assistant general counsel. assistant secretary. } superv! 
. and Ja 
Federal L.&C. Ohio National Life, remaining with Aetna Life New England Life of grou 
Webster Evans has been promoted that company for more than 20 years, H. R. Enders, assistant secretary of R. S. Willis, 2nd vice-president sind NOR 
from assistant superintendent of agen- becoming successively general agent, the A&S department, has been pro- 1951, has been elected vice-presidey; en 
cies to assistant vice-president and SUPervisor and assistant division moted to manager of the department. in the mortgages and real estate de, a 
Daniel Jacquint from assistant gen- Manager. He went with Federal in ae acgronga un 
eral counsel to associate general coun- 1952, being appointed assistant super- Southwestern Life G. G. Joseph, director of agencig = 0! 
sel. intendent of agencies in 1959. T. E. Sargeant has been appointed 5@S been elected 2nd vice-president j cee 
Mr. Evans began in insurance in Before entering the insurance busi- loan officer, H. H. Skaggs associate the agency department. He has ay ' 
1928 at New York. He later joined ness, Mr. Jacquint was a practicing loan officer, and O. J. Finney real es- been co-general agent at Newai} STA 
and assistant superintendent of age, appoin 
cies. He is a past president of Newari ing dir 
Life Supervisors Assn., Newark Ge. of adv 
eral Agents & Managers Assn., Ney.} for Ne 
ark Life Underwriters Assn. and Ne, 
Jersey Life Underwriters Assn. ATL 
Lewis Bishop, tax manager, is namgj elected 
assistant secretary, and Hamilton Cog).} gover 
idge, mortgage analyst, becomes mor.| preside 
gage officer. who hi 
. x ney in 
Life Of North America practic 
J. T. Garry, supervisor of the co AME 
and budget unit, and Jean Ackerson : 
“Ol. appoin 
methods analyst, have been appoint. trol 
ed assistants to the life controller. Miss __. 
Ackerson has also been assistant sec. ennne 
retary of Columbia General Life. STA 
WILLIAM I. ROSENTHAL, C.LU. W. BARTON BALDWIN MARCHANT H. HALL Guardian Life ren 
Manager, North Jersey Agency __ Manager, Norfolk Agency : Agent, Baltimore C. L. Ghent has been named man-} Crane 
President, Virginia Vanguard Winner, Agency Management Trophy First Vice-President, Virginia Vanguard ager of A&S sales. He has been district] 1929. 
manager for Reserve Life at Portland, 
Ore., general agent with Monarch Life} FAR 
and, most recently, in field training] R. B. 
work at the latter’s home office. treasur 
| United States Life — 
A. D. Wright has been appointed} named 
training consultant. He has been as-] sistant 
sistant manager and brokerage super- | assistal 
i visor for Home Life of New York 
and, move recently, in estate planning} INT! 
in Miami. F. Wil: 
depart! 
Republic National | 
B. D. Wantling has been appointed ore 
a assistant vice-president and _ auditor. ident 
nd ' He entered the business with Alliance cae ‘s 
. i Life and joined Republic National as : 
T. BRAXTON HORSLEY, C.L.U. DANIEL L. WILLIAMS, C.L.U. assistant tabulating manager. STA: 
a ora somtnge ge | OF New York | 278 
; 7 net increase _ gency with largest net increase Mutual Of New Yor : 
of insurance in force, Ordin i i i i vice-pI 
ice Ordinary production of insurance in force, Ordinary production H. L. Hayden has been appointed | and ‘ig 
assistant advertising director. He has | and ac 
been an account executive with the | directo 
advertising agency Norman, Craig & | table ¢ 
Kummel. } 
Teachers-C.R.E.F. —— 
C. E. Galston has been appointed 
general counsel of Teachers Insurance 
nN & Annuity and College Retirement 
Equities Fund. He has been vice-presi- 
dent and general counsel of United 
States Trucking Corp. OC 
i : 1. 
Old Equity Life 
D. M. Siegel, general agency director 
£ er rx since last June, has been appointed 2. 
RAK SS het) superintendent of agencies. 
JOHN H. ANDERSON WILLIAM P. WOOTTON 3. 
po ae > gers a Agent, Baltimore New York Life 
ng agency in total pai cond Vice-President, Virginia Vanguard R. E. Thomas has been promoted to 4, 
Ordinary production Leader in number of paid sales senior public relations associate. S. 
Independence L.&A. 6. 
These are the 1959 leaders of Life of Virginia’s “The Natural Bridge to Security” forsomany Ameri- — = Sige a oe es Y 
° ; Pee ‘ rdin 
experienced team of underwriters in its Ordinary cans and their families. He pe geen all phases of ordi- 1 
os ° ° oes ’ seeal nary sales out of the home office in 2 
Division. By their outstanding records of sales and The South’s oldest . . . one of the nation’s largest. cc eciaa Sn Wanmee-dee tale man- 3. 
service to our policyowners they have made a good TH ager of Bankers Life of Iowa in ey : 
ville and previously had agency 4 5. 
company even better. E LIFE bia “office ec experience. H 
Life of Virginia takes great pride in all of its success- ph nlggpiininanictbcesiasinicck . liforni 
; ‘ OF VIRGINIA Occidental Of California 
ful underwriters . . . as examples of the high calibre Robert A. Rush, supervisor of group 18 
a ee : ; sales administration, has been nam 
of leadership so important to a company that is SINCE 1871 * RICHMOND, VIRGINIA assistant to the director of group ME 
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and is succeeded by Ward R. Malkin; 
Gerald Cogan becomes assistant to the 
supervisor; A. Leigh Triggs assistant 
supervisor group sales administration, 
and James A. Kopin assistant director 
of group training. 


NORTH CENTRAL LIFE—L. T. 
Heinen has been promoted to assistant 
to the president; Ralph Durand to chief 
accountant, and John Alsen to man- 
ager of premium accounting and data 


processing : 


STANDARD SECURITY LIFE has 
appointed W. D. Osborne as advertis- 
ing director. He was formerly director 
of advertising and publicity programs 
for New York state. 


ATLANTIC NATIONAL LIFE has 
elected J. B. Allen, former lieutenant 
governor of Alabama, to chairman and 
president, succeeding H. L. Foshee, 
who has retired. Mr. Allen is an attor- 
ney in Gadsden and will continue his 
practice there. 


AMERICAN INCOME LIFE has 
appointed A. C. Helms assistant to the 
controller and Pater Nielsen IBM 


manager. 


STANDARD LIFE ASSN.—J. D. 
Crane has been elected president, suc- 
ceeding W. W. Miller, resigned. Mr. 
Crane has been with Standard since 


1929. 


FARMERS & TRADERS LIFE— 
R. B. Sweet, assistant secretary and 
treasurer, has been named secretary- 
treasurer and a director. E. D. Patrick, 
National Grange Mutual, has been 
named a director. J. E. Rathburn, as- 
sistant secretary, has been appointed 
assistant comptroller. 


INTERCOAST MUTUAL LIFE—E. 
F. Wilson has been promoted to group 
department vice-president. 


AUSTIN LIFE—F. W. Woolsey has 
been elected board chairman and pres- 
ident, and Judge B. H. Powell has 
been named honorary board chairman. 


STANDARD SECURITY LIFE has 
appointed Dr. H. E. Ungerleider as 
vice-president and medical director 
and I. T. Vanderhoof as vice-president 
and actuary. Dr. Ungerleider has been 
director of medical research for Equi- 
table Society and is a past president 
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of Assn. of Life Insurance Medical 
Directors. Mr. Vanderhoof has been 
associate actuary of United States Life. 


LOYAL AMERICAN LIFE has 
elected Clement R. McCormack to 
president to succeed Charles H. Heyl, 
who died of a gunshot wound on 
March 12. Mr. McCormack is a direc- 
tor of Reinsurance Investment Corp. 
of Jersey City. M. S. Metcalfe was 
elected executive vice-president of 
Loya) American. 


Duane F. Glady has been elected 
vice-president and secretary of PE- 
TROLEUM LIFE of Midland, Tex. He 
has been with the company for a 
year, and prior to that was with Un- 
ion National Life, Atlanta, and Gi- 
braltar Life, Dallas. 


Colonial Life Adds Three 
Mortgage Repayment Riders 


Colonial Life has introduced reduc- 
ing term mortgage repayment riders 
for 15, 20 and 25 years. Riders may 
be attached only to ordinary policies. 

The 15-year plan reduces over 15 
years and becomes paid up at 12 years. 
The other plans reduce similarly and 
the 20-year plan becomes paid up in 
16 years and the 25-year plan in 20 
years. 

The term coverage in force at any 
given time may be converted to an 
equal amount of permanent coverage 
within a limited perioa from the ef- 
fective date of the rider, which is 10 
years for the 15-year plan, 15 years 
for the 20-year plan and 20 years for 
the 25-year plan. 

The maximum amount of coverage 
under the riders is three times the 
face amount of the basic ordinary 
policy and the minimum is $2,000. 





Graduates To Hear Kappes 

Charles W. Kappes Jr., counsel of 
Mutual Benefit Life, will be the speak- 
er at the dinner of Society of LOMA 
Graduates at Mutual Benefit’s home 
office, April 7. Mr. Kappes will dis- 
cuss the rights and obligations of a 
citizen serving on jury duty. 

Ralph G. Engelsman, New York 
sales consultant, will be the principal 
speaker at the annual sales congress of 
Minnesota Assn. of Life Underwriters, 
April 21, at Minneapolis. 





OUR QUALIFICATIONS: 
1 


in business. 


policies for all classes of buyers. 


w 


tracts. 


expanding. 


a 


has an excellent reputation. 





3. Ambitious with good references. 
4. Married between ages 28-52. 


18TH AT HARNEY 





LIFE GENERAL AGENCY OPPORTUNITY 


for personal producer in one of America’s 


FASTEST GROWING COMPANIES 


2 We have over $200,000,000 of life insurance in force—a record of 
distinction in insurance history during the period of time we have been 


2. Complete, modern, very competitive line of life, accident, sickness 
. liberal General Agents overwriting renewals. Excellent broker con- 


4. Top Agent's commissions—vested lifetime renewals. 
5. We are now licensed in 43 States, District of Columbia, and steadily 


- Soundly financed and backed by a Parent-Company which on its own 


YOUR QUALIFYING REQUIREMENTS: 
1. Eager to become Captain of your own ship. 
2. Personal production for 1959 of over $400,000. 


5S. Previous Agency management experience helpful but not necessary. 
HAROLD E. STOUT, V. P. and Dir. Agencies 


THE CENTRAL NATIONAL LIFE INSURANCE CO. 


An Affiliate of the Central National Insurance Group 


NORMAN T. CARSON, President 


OMAHA, NEBRASKA 
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CENTRALIZE 
INSURANCE NEEDS 


with 


CENTRAL 


ASSURANCE COMPANY 


COLUMBUS, OHIO @_—_s SINCE 1917 
Joun D. Suarer, President 


LIFE « ACCIDENT AND HEALTH 


Agencies — Ohio Indiana ¢ Virginia 














works for me! 





* Security’s Planned Agency Development Program 


“SPAD has directly helped increase my production be- 

cause it places emphasis on the ‘how’ and provides 
result-proven audio-visual aids. SPAD is geared to the 
individual and permits me to use it most effectively in 
each particular instance.” 


With SPAD, you know where you’re going...today 
and tomorrow! 






OF DENVER 


SECURITY LIFE BUILDING 
DENVER 2, COLORADO 


SECURITY 


LIFE & ACCIDENT CO 








Stuart C. Ferris, C.L.U. 
Agency Vice-President 














Franklin Life 

New area managers are J. R. Hills 
for West Los Angeles, W. A. Menke 
Jr. for San Diego and Imperial coun- 
ties, and R. O. Pugh for Greater Los 
Angeles. Mr. Hills, formerly general 
agent at Long Beach, was with Pru- 
dential before going with Franklin. 
Mr. Menke has been general agent at 


with Sun Life of Canada. 
appointed are T. at the regional home office in Bos- 
E. Dowling at Conley, Ga.; F. R. Rut- ton, has been appointed associate man- 
ledge Jr. at Columbia, S. C.; Tage Pe- ager at Boston. 

acrsen at Phoenix; J. W. Reed at Ma- J. D. Smith, district manager at 
and T. J. Bassett at Fort Steubenville, O., has been transferred 
Coilins, Colo. Mr. Rutledge has had to Orlando, Fla., in the same ca- 


FieNATIONAL UNDERWRITER 


Changes In The Field 


experience with Guardian Life as 
manager for South Carolina, Mr. Pe- 
dersen with Equitable Society, Mr. 
Reed with Security American Life as 
regional manager for east Tennessee, 
and Mr. Bassett with Prudential. 


formerly 
has been Prudential 


W. E. Johnson, training consultant 











can have 
your own 
General 
Agency 
under the 
Postal Plan 
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As a Postal Life General Agent you receive the 
money, prestige and satisfaction that comes 
with having your own business... without 
making a substantial cash outlay, without 
spending time training a sales force, without 
maintaining the office space necessary to house 
new agents and a large clerical staff. 

The secret of the Postal Plan? 

Postal operates primarily in the brokerage 
market. You receive the top New York General 
Agent’s contract. But you have few of the prob- 
lems that usually go along with it. Instead, you 
benefit—and build—on the production of suc- 
cessful independent brokers. 

If this sounds like a “get rich quick” scheme... 
it isn’t. While they are well rewarded, our Gen- 
eral Agents work hard for their success. But 
each one starts off free and clear—without the 
handicap of having to take on heavy payroll 
and overhead expenses before he can earn a 
substantial income. 


April 2, gioril 2. - 


pacity. He succeeds R. C. Hallett, when brok 
has been promoted to director of agen Life | 


Jacksonville. yent for 


Connecticut General : 
Appointed group managers are Occic 
H. Brockway III, New Haven, qj A numl 
K. D. Russell, San Diego. ions hav' 
Named assistant group managers afield setu 
T. F. Bohren, Milwaukee; T. R. Hagfpifice be 
dock, Hartsdale, N. Y.; W. K. Holceyfbser at F 
San Diego, and C. A. Willgohs, Negi. G- L00 
York » head tl 
succ 

Lincoln National Life —fiyent to L 


J. T. McDonough has been Name i. of - 
A&S manager for the F. J. Wood ge. gry! 
eral agency in Chicago. He has beefiVé at 8 
a general agent for Massachusetts }p, pssistant | 
demnity since 1944. the tatte 
rese! 


Postal L.&C. to school 


A ( 

Alvin Lerner has been appointej Cpe 
assistant general agent of the Ellig|’” 

, Shay ie ‘em 

agency of Kansas City. He has beg was app 
an agency supervisor there for Paciti|” 


and brou: 
Mutual. that purp 


; .V 
Northwestern National hs ‘ 
ager at 
G. E. Magner has been appointed} nt mana 
manager at Dayton. He has been suff w, J. ( 
pervisor of the eastern division. G. A}listant b 
Peacock, superviscr of the midwes!jca), 
division, becomes unit manager of the 
| Corcoran agency at Denver. 


Colonial Life ee 


D. W. MacConnell, manager at Re a 
Bank, N. J., has been appointed reg. agency ir 
dent superintendent of agencies i Gerald 
Shrewsbury. He has also been general Joliet, 11 


agent at Red Bank. at Roche 


Mason wv 
productic 





Springfield-Monarch 
Milton E. Sullivan, former super- 
visor, has been appointed regional life 
and A&S manager at New York fo Frank 


In addition to this outstanding General Agent’s | the Springfield-Monarch companies, o!||, neyill 


~~) _,<contract with its high commissions and vested 
Also renewals—plus a fully competitive line of polli- 


cies and flexible underwriting — The Postal 
Plan offers 


A substantial development allowance to 
provide initial income and pay agency 
expenses... 

~ A well-coordinated sales promotion pro- 
gram to stimulate action at the Broker- 
Client level as well as the General Agent- 
Broker level... 


A fully integrated development program 
including Home Office indoctrination, 
frequent agency visits, annual general 
agents’ conferences, agency conventions 
and management schools. 


If your market is in Connecticut, Delaware, 
Illinois, Indiana, Maryland, Michigan, New 
York, Pennsylvania, Virginia or Washington, 
D.C.—and if your personal production is in 
the neighborhood of $500,000 or more—it will 
pay you to find out more about the Postal Plan. 
Learn for yourself how it enabled Postal Gen- 
eral Agents to break all sales records in 1959! 
Write today to Donald L. Smith, Director of 
Agencies. All replies will be held in complete 
confidence. 


L LIFE 


exclusively through General Agents 
_Preswrurce Company iors 


5117 FIFTH AVENUE, NEW YORK 17, N. Y. 


Georce Kotopny, President 


which Monarch Life is the life affili- general 
ate. Mr. Sullivan, a CLU, has also been HL 
with Mutual Benefit Life as director poe. 
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of sales supervision. with Ur 
; s DAL Os 

Great American Life Bytct 


W. G. Haut has been appointed |\Metropo 
general agent in Roswell, N. M., suc- 
ceeding the late Field Robinson. Mr. | 
Haut is a graduate of Purdue Institute. LK. 


lenville, 


Union Mutual Life ne 
F. J. Wetzel has been named manager 
of a new agency at Washington, D.C. Je 


He entered the life business with W. B. 
Monarch Life and more recently has) 4 Butt 
been supervisor and assistant general pointed 
agent of Loyal Protective Life at New \been ‘wi 
York. | with Co 


Security Mutual Of New York 
R. N. Haywood and F. J. Moskal N. 
have been appointed general agents| dent st 
at Springfield, Mass. Mr. Haywood has Maine, 
with of 
been si 
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- Hallett, wien prokerage supervisor for Guardi- 
ctor Of agen Life and before that was with 
Me Office 4Afonarch Life. Mr. Moskal has been an 
Yient for the Hartford Fire group in 
ndian Orchard, Mass. 







neral ens 
agers are } Occidental Of California 
Haven, af A number of changes and promo- 
0. ions have been made in the group 
managers afield setup: V. J. Trees of the Dallas 
> T. R. Hagfpifice became regional group man- 
7. K. Holcenfager at Houston to succeed Manager 
Jillgohs, Negi. G- Loop, who went to Philadelphia 
» head the group office, where he in 
ym succeeded G. L. McClurg, who 
went to Los Angeles to take charge of 
ne of the group offices. E. D. Mesher 
.dvanced to group sales representa- 
ive at Seattle; G. T. Sibley, former 
,ssistant director of group training in 
‘ne home office, to group sales rep- 
resentative at Long Beach; J. B. Zink 
19 school group sales representative at 
_ Tos Angeles; J. R. Nethery of the 
“ Pes: es <a office to special case group serv- 
Te me lio ie manager in Los Angeles. P. D. Ross 
: todd beet} as appointed group sales trainee 
e for Pacifi] 4 brought in to the home office for 
that purpose. 
tional L. E. Whaley has been named man- 
_ Jager at Pasadena. He has been assist- 
N appointed} ant manager since 1957. 
as been suff w, J. Clark has been appointed as- 
‘sion. G. Allistant branch manager at Whittier, 
he —midwes} cal. 
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lager of the 
Equitable Society 

F. T. Weber, unit manager in the 
ager at Re Hemphill agency at San Francisco, has 


been appointed manager of a new 
agency in that city. 

Gerald Fugate, district manager at 
Joliet, Ill., has been named manager 
at Rochester, N. Y., to succeed W. P. 
Mason who will continue in personal 


Ointed resi- 
agencies at 
een general 


arch production. 

ner super- 

egional life Pilot Life 

Bes . Frank DeLancey Jr., supervisor at 
a pr Asheville, N. C., has been appointed 
i l\\ general agent there. 

S also been 


H. L. Aday has been named gen- 
eral agent at Little Rock. He has been 
with Union Life of Little Rock. 
| A. J. Aragon becomes general agent 
jat Orlando, Fla. He has been with 
Metropolitan Life at Greensboro, N. C. 


Manhattan Life 
J. K. Schwartz, former agent at El- 
lenville, N. Y., has been appointed gen- 
eral agent there. 


as director 


‘ife 

appointed 
y. M., sue- 
inson. Mr. |) 
2 Institute. 
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Jefferson National Life 
W. B. Ackiss, Bayside, Va., and L. 
A. Butts, Urbana, IIl., have been ap- 
pointed general agents. Mr. Ackiss has 
been with Metropolitan and Mr. Butts 
| with Continental Casualty. 


United States Life 
D. N. Pinkham has been named resi- 
| dent superintendent of agencies for 
Maine, Vermont and New Hampshire 
with offices at Portland, Me. He has 
been superintendent of agencies of 
Maine Fidelity Life. 


Midland Mutual Life 

_The company has established its 
first agency in Florida, at Jackson- 
Ville, and named H. H. Davalt general 
agent in charge of a territory covering 
22 counties in the northern part of the 
igo 2, Ill. | |state. He has been in the Jacksonville 
meee | 27ea for a number of years, most re- 
— 
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cently as general agent for Security 
Mutual Life. 
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At BROTHERHOOD MUTUAL 
LIFE, D. E. Williamson, home office 
agency Manager, has been appointed 
beg tegional supervisor for Virginia, South 

| Carolina and part of Indiana. He will 
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be succeeded at the home office agency 
by Harrison Hull. M. P. Gaeddert, su- 
pervisor for Kansas, has had Colorado 
and Oklahoma added to his supervi- 
sion, and Howard Marks becomes su- 
pervisor for Florida. E. P. Zehr and 
Ralph Weaver are district agents for 
central Kansas and for the Staunton, 
Waynesboro and Charlottesville, Va., 
area, respectively. 


CANADA LIFE has appointed W. 
E. Richards general agent at Jackson, 
Miss. 





College Grant Increased 
By Massachusetts Mutual 


Massachusetts Mutual has increased 
its grant to Independent College Funds 
of America by $5,000, bringing this 
year’s total to $40,000. 

Said Leland J. Kalmbach, president, 
“Although our contribution is a mod- 
est amount and will result in only 
token gifts for many of the recipient 
institutions, it is our hope that over a 
period of time enough other corpora- 
tions with national operations will be 
persuaded to make similar donations 
achieving an ultimate cumulative ef- 
fect of substantial benefit to the pri- 
vate institutions concerned.” 


North Central Life 


Forms Holding Company 


ST. PAUL—North Central Co. has 
been organized by North Central Life 
of St. Paul to “engage primarily in 
the business of holding, seeking and 
acquiring controlling or substantial in- 
terests in, or of establishing, other 
companies, primarily those engaged in 
the field of insurance.” 

The new company, if its registra- 
tion is approved by SEC, proposes to 
sell 142,860 shares of common stock 
at $7 a share. It also plans to exchange 
its own stock for outstanding stock in 
North Central Life at a rate to be 
determined later. 


No. America Stockholders 


Approve Capital Increase 


Stockholders of Insurance Company 
of North America, parent company of 
Life of North America, have approved 
a directors recommendation to increase 
the capitalization of the company from 
$50 million to $75 million. The com- 
pany also plans to declare a 100% 
dividend. 


United L.&A. To Pay 442% 


Advance Premium Discount 

United Life & Accident has raised 
its discount on advance premiums 
from 314% to 4%% for the first five 
years and 4% thereafter. If the ad- 
vance payment is withdrawn, no in- 
terest is allowed during the first year, 
and interest is paid at the rate of 2% 
on prepaid premiums withdrawn after 
the first year. 

New York Legislature-Approved Bill 
Would Boost Disability Benefit 

The New York assembly has passed 
a bill increasing maximum weekly ben- 
efits under the compulsory sickness 
disability law from $45 to $50 and ex- 
tending the coverage to employers of 
two or more workers rather than the 
present three or more. The bill is ad- 
ministration-sponsored. 

Indianapolis Life sales in February 
were 57% ahead of 1959, and for the 
first two months were 33% ahead of 
last year. 
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The New Sound at Foundation 





Is The Sound of 


EXPANSION 


The beginning of the new year brought more than 
concrete resolutions by members of The Foundation 
Group; during January, plans have been formulated 
for the expansion of some members of the Group 
into new areas‘and new states. This expansion is 
almost inevitable for members of The Foundation 
Group, because of the unique opportunity to con- 
centrate virtually all plans and energies toward 
building strong and aggressive sales forces. 


FOUNDATION GROUP MEMBERS 
CAN CONCENTRATE ON EXPANSION 
BECAUSE: 


They are provided with complete, centralized home 
office services, freeing their executives of the details 
of administration and giving them access to man- 
agement planning that is looking toward orderly, 
controlled expansion. 


WRITE NOW 
FOR INFORMATION ABOUT 
THE FOUNDATION GROUP 

















Box 18707 Atlanta 26, Georgia 








WANTED: 
Life Insurance Home 
Office V.P. to Direct 
National Sales 


This advertisement is directed to a hard-hitting home 
office life insurance sales executive or assistant who wants 
to get to the top faster than his present connections permit. 


Our client, a strong young company, already highly suc- 
cessful in New England, is now preparing to expand into 
other states. In doing so, it offers the opportunity of a life- 
time to a man of vice presidential status who can head sales, 
build the needed organization, formulate plans and put 
them into aggressive execution in a well-financed company. 


Proven ability as a self-managed “self-starter” is essen- 
tial. The man selected will work direct with top manage- 
ment and be a part of that management. Position offers 
attractive starting salary with stock options that can mean 
highly profitable part ownership in one of the fastest grow- 
ing companies in the field. 


Our client’s organization knows of this advertisement 
and will cooperate fully with the man selected. Send details 
of your experience in complete confidence. Prompt inter- 
‘views will be arranged if warranted. 


Dept. G., HARRY P. BRIDGE CO., Advertising 
1201 Chestnut St., Philadelphia 7, Pa. 
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kates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
} words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
| 175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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REGIONAL DIRECTOR OF AGENCIES 


One of America's leading Life and A&S companies, nearing two 
billion dollars of in force life volume, has an opening for a young man 
under age 40, who will be trained to become a Regional Director of 
Agencies. He will supervise approximately ten agencies and will be in 
charge of recruiting, training and supervising the agencies in his region. 


Qualifications must include several years as a successful personal 
producer and several years of successful agency management, both in 
the Ordinary field. Starting income is in the five-figure bracket with 
substantial raises based on performance. All replies will be held in strict 
confidence and should be addressed to: Box N-37, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 

















Live in Europe! ! 


combine the graciousness of Con- 
tinental life, and its income tax 
advantages with management of 


an established life insurance 





agency of major size. 





Strong, progressive life insurance 
company has opening for a high 


calibre man who has demon- 





strated his capacity to manage 





substantial agency. 





Liberal fringe benefits . . . salary 


commensurate with performance. 





Send complete resume and pho- 
to to Box N-33, c/o The National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 























EXCELLENT 
OPPORTUNITY 
FOR GROUP MAN 
IN FLORIDA 


Salary consistent with experience 
and ability. Participation substan- 
tial pension plan and group welfare 
program. 

Headquarters in Jacksonville for 
work in Florida and Georgia. 

Established life and multiple line 
agency plant of St. Paul Fire and 
Marine Insurance Company, St. 
Paul Mercury Insurance Company 
and Western Life Insurance Com- 
pany. 

Address reply, with complete in- 
formation on personal and business 
background (with photo if avail- 
able) to: 


GROUP DEPARTMENT 


WESTERN LIFE 
INSURANCE COMPANY 


Helena, Montana 















CONSULTING ACTUARY 


lent position available in Midwest for a ca- 
pable actuarial student or Associate. Wide 
variety of work in consulting field with sub- 
stantial number of clients in diverse industries. 
Previous pension experience desirable but not 
prerequisite. 

Please submit resume of background and expe- 
rience to Box N-29, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, 
ill. Correspondence will be treated confiden- 
tially. 





A National Pension Consulting Firm has excel- 








EXECUTIVE POSITION OPEN—MIDWEST 


Age 35-45, successful sales pattern in mutual 
fund and/or life insurance fields, ability to 
train ond supervise sub-agents. We have new, 
unique marketing idea which will prove to be 








an excellent opportunity for the right man. 
Write today—full details in first letter. Box N-36, 
The Nalional Ur 'erwriter Co. 








INDUSTRIAL ACTUARIAL 
OPPORTUNITY 


A major midwestern manufacturing firm 
with extensive employe insurance plans for 
comprehensive medical programs, life in- 
surance, group term life insurance, dis- 
ability benefit plans, group hospital plans, 
retirement plans including pensions, con- 
tributory and non-contributory annuity 
plans—as well as related problems in indus- 
trial accident compensation, unemployment 
compensation, including supplemental un- 
employment benefits—is seeking inquiries 
from actuaries desirous of assuming an im- 
portant actuarial post in the industrial 
field. 

The ideal candidate is probably in his 
thirties, a Fellow rather than an Associate, 
capable of planning, performing research, 
and establishing required controls; capable 
of cooperating with management science 
personnel and utilizing computer resources; 
with a potential for becoming a principal 
source for management guidance includ- 
ing counsel and advice in labor contract 
negotiations. Salary dependent upon qual- 
ifications. 

Inquiries will be kept confidential and 
should be accompanied by a life resume 
including education and employment his- 
tory to be sent to: Box N-32, ¢/o The 
National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, IH. 





FTC Is Boss Where 
Mail Order Insurer 
Lacks State License 


(CONTINUED FROM PAGE 1) 
Health case is “quite different’ from 
the National Casualty case, in which 
the company was licensed in all the 
states where it was doing business. In 
that case the Supreme Court denied 
FTC jurisdiction. Of the Travelers 
Health Association’s situation, the 
court declared: 

“In this case the state regulation 
relied on to displace the federal law 
is not the protective legislation of the 
states whose citizens are the targets of 
the advertising practices in question. 
Rather, we are asked to hold that the 
McCarran-Ferguson act operates to 
oust the commission of jurisdiction by 
reason of a single states attempted 
regulation of its domiciliary’s extra- 
territorial activities. 


Does Not Affect Others 


“But we cannot believe that this 
kind of law of a single state takes 
from the residents of every other state 
the protection of the Federal Trade 
Commission act. In our opinion the 
state regulation which Congress pro- 
vided should operate to displace this 
federal law means regulation by the 
state in which the deception is prac- 
ticed and has its impact.” 

Discussing the legislative history of 
the McCarran-Ferguson act, the court 
said, “It is clear that Congress viewed 
state regulation of insurance solely in 
terms of regulation by the law of the 
state where occurred the activity 
sought to be regulated. There was no 
indication of any thought that a state 
could regulate activities carried on 
beyond its own borders.” 

The opinion quotes the report on the 
original House bill as saying “it is not 
the intention of Congress in the enact- 
ment of this legislation to clothe the 
states with any power to regulate or 
tax the business of insurance beyond 
that which they had been held to 
possess prior to the decision of the 
United States Supreme Court in the 
Southeastern Underwriters Assn. 
case.” 


Cites Several Decisions 


From the same report the opinion 
quotes a passage citing several Su- 
preme Court decisions “which hold, 
inter alia, that a state does not have 
the power to tax contracts of insurance 
or reinsurance entered into outside its 
jurisdiction by individuals or corpora- 
tions resident or domiciled therein 
covering risks within the state or to 
regulate such transactions in any way.” 

The opinion also points out that the 
three Senate conferees on the McCar- 
ran-Ferguson bill “repeatedly em- 
phasized that the provision did not 
authorize state regulation of extra- 
territorial activities.” One of the con- 
ferees, Sen. O’Mahoney, is quoted as 
saying, “Nothing in the proposed law 
would authorize any private group or 
association to regulate in the field of 
interstate commerce.” 

In further support of the conviction 
that no extraterritorial regulation by a 
state was intended by public law 15, 
the opinion states: 

“One of the major arguments ad- 








WANTED: MANAGER NEW YORK OFFICE 
LEADING INSURANCE PUBLISHER 
Age 35-40; sales experience required. Very little 
traveling; salary plus c ission and exp 
Send resume to Box N-45, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Wl. 
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to mail order business and “does py{nillion w 
decide whether regulation in aq pop,jncome \ 





licensing and non-domiciliary stateSu 
would constitute regulation under pyp. 
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lic law 15,” according to Orville pfhe year 


Grahame, vice-president and general 
counsel of Paul Revere Life an 
Massachusetts Protective. 
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“It apparently will take another Jay}? $33 ™ 
suit to settle jurisdictional questignsp2 Dew 


involving the FTC,” Mr. 
wired THE NATIONAL UNDERWritrR. ff 

“The majority opinion of the U, spe 
Supreme Court ruled only that regy.f4 
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determine the effect of the unauthor{illion, © 
ized insurers false advertising proces|'@8 indiv 
act. It was foreseen that the courfxisting 


might be impressed by former chair-Pt 


ought te 


man Gwynne’s opinion that the Mcplmost $8 
Carran act contemplated regulatio)@led $12 
by the law if the state where occurregfiillion in 


the activities sought to be regulated,” 


Volume 


Program Completed Fotkepuviic 


Denver Sales Congress 


2,723,401, 
This was 


The program has been drawn up for}2,362,985, 


the sales congress of Colorado Assn. of 


Net gai 


Life Underwriters and Denver Generajjear endec 
Agents & Managers Assn., May 5-6, atlespite tl 


Denver. 


creased ‘ 


Speakers will be Paul S. Mills, man-kderal inc 
aging director of American College;fepublic : 
J. D. Anderson, executive vice-presi-$1,416, wl 
dent Guarantee Mutual Life; Francis}fter adju: 


L. Merritt, director of career develop- 
ment Mutual Benefit Life; J. Merle 
Lemley, executive  director-pension 
department Pan-American Life; and 
Jack White, Prudential manager at 
Los Angeles. 








vanced by the proponents of leaving 
regulation to the states was that the 
states were in close proximity to the 
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people affected by the insurance busi-feased to 
ness and, therefore, were in a betterp $596.6 
position to regulate that business thanlingency re 


the federal government. . . 


“Such a purpose would hardly be tockho] 


served by delegating to any one state 
sole legislative and administrative con- 


ffersor 


trol of the practices of an insurance} Stockholc 
business affecting the residents olife have | 
every other state in the union. Thistease the 
court has referred before to the ky we 500,00 
wisdom, unfairness and _ injustice dlirectors a 
permitting policyholders to seek re-) declare a 
dress only in some distant state where 


the insurer is incorporated.’ ” 
Expressing the belief that the legis- 
lative history falls far short of being 
sufficient to support the majority 
opinion, Justice Harlan in his dissent 
recalls that the Supreme Court I 
fused to “innovate” with respect to the 
McCarran-Ferguson act in the Nation# 
Casualty case and then says: “I think 
it unwise for us now to yield to thi 
encore on the part of the commissio: 
One innovation with the act is apt) 
lead to another, and may ultimatel 
result in a hybrid scheme of insurant 
regulation, bringing about uncertall 
ties and possible duplications whic}' 
should be avoided. . . . If innovatiom 
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Assets of New England Life at year 
nd stood at $2,122,000,000, a gain of 
8%, and insurance in force was $6.6 
pilion, up 8.5%. Income for the year 
‘creased $12.1 million, bringing the 
tal to $282.3 million, of which $200 
jNion was premiums and investment 
neome was $82 million. Unassigned 
urplus was increased by $6.9 million, 
esulting in a total at the end of 
e year of $150 million. Benefit pay- 
ents of more than $108 million were 


nd generale in 1959, and $36.6 million was 
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ret aside for 1960 dividend payments, 
ip $3.3 million. Average rate of return 
investments re- 
ained unchanged at 4.97%. Net rate 
f return on total assets, after ex- 
penses but before taxes, was 4%, a 
ain of 3 basis points. Federal income 
axes reduced this to 3.56% -in 1959 


New life issues in 1959 reached $955 
million, of which nearly $809 million 
Additions to 
isting policies and reinstatements 
rought total new individual issues to 


at the Mc.flmost $831 million. Group issues to- 
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May 5-6, at 


2,362,985,805 written in 1958. 


espite the 


2,723,401,734, the largest in history. 
fhis was a 15% increase above the 


Net gain from operations for the 
ear ended Dec. 31 rose to $1,377,572, 
impact of substantially 
ncreased taxes resulting from the new 


Mills, man-Rderal income tax law. In 1958, Old 
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fe; Francis 


; J. Merlefeased to $1.52, 


against $1.03 
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tor-pension 


republic reported a net gain of $1,- 
81,416, which was reduced to $946,430 
{ter adjustment for retroactive taxes. 
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in 


58 after the tax adjustment. Assets 


Life; om by $4,128,633 to $27,540,881 
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Pacific Mutual Life reports its high- 
st net rate of investment earnings in 
Life in force in- 
reased to $2.69 billion and assets rose 
) $596.6 million. Surplus and con- 


siness thanfingency reserves were $33.5 million. 
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tockholders OK Raising 
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| insuranct| Stockholders of Jefferson National 
sidents (life have approved a proposal to in- 
inion. Thistease the authorized capital stock 
o the kp ne 500,000 shares to 750,000 shares. 
njustice directors at their April meeting plan 
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LIFE INSURANCE EDITION 


NALU Board OK's Up To $10,000 For 
Association-Mass-Coverage Research 


(CONTINUED FROM PAGE 1) 

term life insurance premiums as in- 
come to employes when coverage ex- 
ceeds some reasonable formula, such 
as that contained in the National Assn. 
of Insurance Commissioners 20/40 
model group life definition. NALU still 
believes the 20/40 formula to be rea- 
sonable and sound. 

In approving the report of the group 
committee, the board agreed that it 
would be completely inappropriate for 
NALWU to take the lead in proposing to 
the Treasury Department or Congress 
any federal tax approach aimed at 
solving the problem of jumbo group. 

However, the report as adopted by 
the trustees contained the statement 
that “we would be less than honest if 
we did not say that we would be most 
interested in the Treasury Depart- 
ment’s reaction to such a plan.” 

The trustees went along with the 
joint recommendations of the field 
practices, federal law and legislation 
and agents activities committees that 
NALU withdraw its support of the 
Keogh bill and to back in principle the 
expected Treasury-sponsored succes- 
sor to it—or any other federal legisla- 
tion that will extend to self-employed 
people federal income tax treatment 
substantially equal to that accorded 
now to employes under the existing 
provisions of the internal revenue code 
dealing with employe pension plans. 

In authorizing this shift in NALU 
policy on the Keogh bill, the board and 
the committees noted that they do not 
agree with certain limitations reported 
to be contained in the Treasury’s new 
proposal that would have an adverse 
effect on existing employe pension 
plans. 

The Treasury plan is believed to 
provide that on a non-discriminatory 
basis—like that required under “ap- 
proved” corporate pension plans—an 
even larger amount could be excluded 
from the taxpayer’s income than under 
the current Keogh bill, provided that 
not more than 30% of the total annual 
contribution was for the benefit of 
the owners of a business. 


Agrees On Objection 


The board of trustees agreed with 
the committees in taking strong ex- 
ception to the 30% limitation, since it 
would, in many situations, be pre- 
judicial to employe-stockholders par- 
ticipating in existing corporate pension 
plans. This would be particularly true 
of plans set up by small, closely-held 
corporations. 

The board approved a resolution of 
the disability insurance committee 
recommending that so-called “non- 
profit” companies and_ associations 
selling A&S be controlled, regulated 
and taxed the same as other insurers. 

Additional actions taken at the 
meeting put the full resources of 
NALU behind its determined efforts 
to defeat the Forand bill and all sim- 
ilar types of legislation in Congress and 
to accelerate existing association-spon- 
sored programs to alert the public to 
the dangers of inflation and continued 
costly expansion of social security. A 
message was sent to President Eisen- 
hower applauding his opposition to the 
Forand type of legislation. 

The national council passed a reso- 
lution recommending that NALU take 
an active part in politics on a non- 
partisan basis and endeavor to furnish 
its members with ideas and material 
to assist in the selection of candidates 
for Congress, regardless of party label, 


who are pledged to policies that will 
preserve representative government, 
free enterprise, fiscal solvency and the 
integrity of the dollar. 

The national council’s action in 
changing the by-laws to permit the 
nominating committee to propose as 
large a slate of trustees as it wishes 
was reported in last week’s issue. The 
change is designed to permit a slate 
sufficiently large so there will no 
longer be elections in which everybody 
gets elected except one of the nomi- 
nees. This possibility of being the lone 
loser has deterred many able members 
from permitting themselves to be 
nominated, it is believed. 

The meeting included the General 
Agents & Managers Conference man- 
agement program addressed by Rich- 
ard E. Pille, president of Security 
Mutual Life of New York; Robert L. 
Woods, general agent of Massachu- 
setts Mutual at Los Angeles, and Carl 
P. Lundy, Prudential manager at Phil- 
adelphia, and the GAMC luncheon, 
addressed by James E. Rutherford, 
vice-president in charge of Prudential’s 
Chicago regional home office. 

The agency forum addresses of 
Harry K. Gutmann, Mutual of New 
York, New York City, president of the 
New York state association, and Clar- 
ence H. Tookey, actuarial vice-presi- 
dent of Occidental Life of California, 
were reported in last week’s issue. 
Fred C. Crowell Jr., president and 
editor of the Insurance Field, was 
moderator, and R. Edwin Wood, Phoe- 
nix Mutual, San Francisco, chairman 
of the agents activities committee 
under whose auspices the forum is 
conducted, presided. 

The LUTC luncheon had as speaker 
Charles E. Gaines, director of the 
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Announce Program For 
Texas Life Convention 
And Affiliated Sections 


Program highlights for the annual 
meeting of Texas Life Convention and 
its affiliated agency and associate sec- 
tions, April 5-6, at Dallas, have been 
announced. 

The program provides for six for- 
mal addresses and four panel discus- 
sions at open meetings, one of them 
being an address at a joint luncheon 
by Dr. Andrew Edington, president of 
Chreiner Institute. 


Tindall To Speak 


Texas Life Convention will hear a 
talk on “Future Investment Programs 
in View of Income Tax Changes” by 
Charles W. Tindall, certified public ac- 
countant of Waterhouse & Co., and 
will hold a panel discussion on “Man- 
agement Plans for Growth in the ’60s.” 
Panelists will be Travis T. Wallace, 
president Great American Reserve; W. 
N. Stannus, vice-president Republic 
National Life, and Andrew Delaney, 
vice-president and actuary American 
General Life. 

The agency section will be addressed 
by M. S. Bennett, Lincoln National 
Life, Fort Worth, president of Texas 
Assn. of Life Underwriters, and Rob- 
ert Bourdene, Great American Re- 
serve. An open discussion on “Improv- 
ing Manpower Retention” will also be 
held. 

The associate section will hold two 
panel discussions on various home of- 
fice procedures, with talks by Robert 
Hallmark, Tennessee Life, on ‘“Edu- 
eational Promotions,’ and Kenneth 
White, Fidelity Union Life, on “Com- 
munication Techniques.” 

Southern Methodist University course. 

Following the NALU meeting there 
was an all-day sales congress of the 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 


RICHMOND 
PORTLAND 


E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 
Consulting Actuaries Bourse Building 


Accountants Phila. 6, Penna. 








DONALD F. CAMPBELL 
Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 











Consulting Actuaries 


San Francisco Denver Los Angeles 


Telephone WAbash 2-3575 
332 S. aidan Ave. Chicago 4, Ill. ST. LOUIS KANSAS CITY 
COATES, HERFURTH & ci 
ENGLAND HOWARD E. COMPANY 







INCORPORATED 


Consulting Actuaries 
2859 N. MERIDIAN ST. ¢ INDIANAPOLIS 7, IND. 











WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Blidg., Lansing 68, Mich. 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 
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